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ALL COMPANIES TO 
FURNISH EXPERIENCE 


Actuarial Bureau Committee of WNa- 
tional Board Holds Organization 
Meeting To-day 


TO ENGAGE A,MANAGER SOON 


Now Looking for Quarters—What New 
Bureau Will Do—Committee’s 
Good Work 


The A. B. C. (Actuarial Bureau 
Committee) of the National Board of 
Fire Underwriters to which has been 
delegated organization of the work of 
obtaining uniform classification and 
loss reports for the purpose of mak- 
ing a combined experience of essential 
value for statistical purposes, will hold 
a meeting on Friday morning at 10:30 
e’clock. It will be the work of the 
committee to provide quarters, and to 
hire men to carry on the detailed work 
of the immense task before the fire 
insurance companies of the United 
States. One of the most interesting 
duties of the committee will be to find 
the right man to manage the new 
bureau. 

The Actuarial Committee 

E. G. Richards is chairman of the 
A B. C. committee, the other members 
being George W. Babb, C. H. Coffin, C. 
D. Dunlop, F. C. Buswell, H. A. Smith 
and J. H. Stoddart. 

The committee has been hard at work 
for almost a year. Its first report was 
made on May 13 when its recommenda- 
tion was adopted for the establishment 
of a department in the board to which 
all losses sustained by its members in 
the United States should be reported 
for statistical purposes, the board td 
report annually to each State (whose 
laws require reporting from the compa- 
nies) a complete list of losses occurring 
therein. On May 28 a full report of prog- 
ress was made at a meeting which rati- 
fied unanimously the action of the com- 
mittee for the establishment of a loss 
bureau. In June the committee rec- 
ommended the adoption of a uniform 
system of classification and in August 
forms for use by companies in report- 
ing losses to the National Board 
were adopted. In September the Na- 
tional Convention of Insurance Com- 
missioners and the Fire Marshals’ 
Association endorsed the plan for the 
establishment of a loss bureau by the 
National Board, including the stand- 
ard classification of occupancy hazards, 
loss form report, etc., prepared by the 
A. B. C. committee. 

(Continued on page 14.) 
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THE HOME 


INSURANCE COMPANY 


NEW. YORK 


ELBRIDGE G. SNOW, President 


What is FIRE INSURANCE from the Property Owner’s 
Standpoint? 


Ample CASH CAPITAL ($6,000,000). 


SURPLUS as regards Policy-holders ($17,873,019), large in proportion 
to liabilities ($15,266,896). 


a, ($33,139,915) of the highest ote, * invested as te be uniferm- 
secure throughout the country and immediately available in 
_ a of conflagrations. 
LIABILITY in large cities conservatively distributed and well within 
(not beyond) the resources of the Company. (Special conflagra- 
m reserve, $1. . 

A REPUTATION, the steady growth of 60 years of consistent fair 

dealing with large and small insurers alike. 

















Entered United States 
1866 


North British 
and Mercantile 
Insurance Co. 


Established 1809 





Since 1866, when the North British & Mercantile entered the 
United States, 1,833 Fire Insurance Companies 
have failed or retired 











Liability Accident 


Burglary Disability 


Surety Bonds Plate Glass 


Automobile Liability and Property Damage 
Workmen’s Compensation 
Industrial Insurance 


Casualty Company 
of America 


Home Office: 68 WILLIAM STREET, NEW YORK 








WISCONSIN STATE 
INSURANCE LOSES 


Voters Decide They Do Not Want 
Principle Extended to Embrace 
All Lines. 


A BLOW TO COMMISSIONER EKERN 


Farmers Furnished Much of Opposition 
to Plan Fathered by State 
Official. 


The most interesting feature of the 
elections of Tuesday was tne defeat of 
the state insurance amendments in 
Wisconsin. This was sad news to In- 
surance Commissioner Ekern, who has 
been the principal propagandist of state 
insurance in the Badger State, and 
whose literature on the subject re 
ceived wide circulation. 


If amendments, had been favorably 
voted upon Wisconsin would have been 
permitted to embark in all forms of 
insurance, competing with agents in all 
lines. Wisconsin has been writing life 
insurance for some time, Commissioner 
Ekern’s report on the results and an 
analysis of his report made by The 
Eastern Underwriter, having been 
printed last week. Much of the opposi- 
tion to state insurance, evinced by the 
election returns, came from Wisconsin 
farmers. 

In Michigan the amendment to the 
coustitution proposed under the new 
initiative law affecting fraternal insur- 
ance was defeated. 

One result of the election will be 
a change of head of several insurance 
departments. 





BOSTON LIFE MEN ELECT 


Life Underwriters Chose Officers for 
Current Year—Publicity Fund 
of $1,000 Raised 


The Boston Life Underwriters Asso- 
ciation at the annual fall meeting and 
election of officers last week, had a 
most interesting time. The propaganda 
of the National Association of Life Un- 
derwriters was referred to by one of the 
speakers as a good thing. In Boston 
about $1,000 has already been raised for 
educational and publicity purposes. 
Other subjects discussed included taxa- 
tion and impressions of the Cincinnati 
meeting. 

Officers were elected as follows: 
President, Vernon B. Swett. Provident 
Life & Trust; vice-presidents, Alex- 
ander S Browne, New York Life; Paul 
S. Burns, Mutual Li’e; treasurer, Ed- 
ward Marsh, John Hancock; secretary, 
Leon F. Foss, Berkshire Life. Execu- 
tive Committee—Clarence C. Miller, 
National Life, Vt.. charman: Seldon 
D. Bartlett, Metropolitan; Joshua B. 
Clark, State Mutual; Hermann E. 
Goedecke, Northwestern: J Everett 
Hicks, Union Mutual; Frank H. Strat- 
ton, Equitable. 
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future profit and savings. 





of the wealthy counties in Pennsylvania. 


Three Millions of old business in force. 
This is an opportunity where an Agent can make money and live on the first year’s business, leaving his renewals for 


I desire to correspond with New York City Life Agents, who would prefer a District Managership covering several 


A salary is paid for supervision of old business in addition to the regular New York State Contract with renewals, 
overriding first year commissions and renewals paid on sub agents appointed. 
Do not reply to this unless you can stand closest inspection and prove up a Paid Business of $100,000 in the last 
twelve months (term excluded). 


Address “PENNSYLVANIA,” 


Care of The Eastern Underwriter 


105 William Street, New York City 


Company over Sixty Years Old. 











THE “SPENDTHRIFT” PROVISION 





Income 
for 


Further Advantages of Life 
Contract Pointed Out 
Salesmen 





Some additional advantages to be 
brought out in selling income insurance 
are mentioned below by the Equitable 
as follows: 

Hold also in reserve all other advan- 
tages, such as the surrender value; the 
fact that installments include interest 
at 3 per cent.; and that, if more is 
earned, additional interest will be paid; 
the right to commute the installments; 
the advantage, on the other hand, of 
protecting the beneficiary against loss 
by restricting the contract by means 
of the “Spendthrift” provision; the fact 
that if the beneficiary dies before the 
insured the policy may be continued at 
a reduced premium; the fact that all 
the special benefits included in other 
contracts are included in this contract, 
etc., etc. 


Life income policies on the endow- 
ment form are designed for the protec- 
tion of two persons, the insured and 
someone else, such as his wife. 

If the Wife Dies 


_ (a) If the wife dies before the end 
of the endowment period, the policy 
May be «ontinued, and when it matures 
the annvity will begin and will be paid 
to the husband for life. 

(b) It the husband dies before the 
end of the endowment period the policy 
will mature then, and the widow will 
begin to receive her life annuity. 

(c) If both live, the annuity will be 
gin at the end of the endowment 
period, and will be paid until the one 
who dies last has passed away. 


NEW YORK LIFE RECORD MEN 


Harry B. Rosen, of the Park Row 
Branch of the New York Life, has been 
doing it again. He paid for more in- 
surance in September than any other 
agent, viz.,$149,000. Another New York 
Life agent to star was Harry Plotka of 
the Grand Street Branch who paid for 30 
applications during that month. The 
zood work of Sidney S. Landau in 
September, has been aready noted. He 
paid for $76,000 in September in 18 
applications. 


WOULD CHANGE VIRGINIA TAX 





Abolition of Municipal Levy May be 
Recommended by State Tax 
Commission 





The State tax commission of Virginia 
has recommended to the next legis- 
lature, which convenes in the near 
future, that the present system of tax- 
ation of insurance be changed, so that 
the municipal and State tax will be 
absorbed. 





Making up lost time is an 


Making impossibility but it has 
Up Lost taken many agents a life 
Time time to find it out. The 

“International Lifeman” 


says: “A certain life insurance com- 
pany experienced a slump in business 
the middle of May, and the agency 
manager got busy to find out why. It 
seems that by a strange coincidence an 
unusual number of that company’s 
agents ‘took a day off.’ Some of them 
had to entertain friends from out of 
town; others were ‘not feeling just 
right’ and ‘laid around home,’ while 
others had ‘out-of-town private matters 
to look after.’ Three or four went 
fishing. 

“When the agency manager learned 
these things he wrote ‘hot letters’ jack- 
ing ’em up, to which a reply came, in 
each case, about as _ follows: Tl 
make up the lost time before another 
month is out. I can always make up 
lost time when I try. So don’t worry 
about me.’ 

“But the agency manager did worry. 
And he wrote another letter in which 
he said: 

“*The fallacy that a lost day can be 
made up persists in many minds. If you 
can make up a lost day, why can’t you 
do so every day and thus double your 
business? You can’t make up a lost 
day. If you lost yesterday and do 
double the business to-day, yesterday 
still remains lost!—and you can’t make 
the fact any different. It’s the field 
men who manage themselves and their 
affairs so well as to never lose a day 
—that get to the top in the life busi- 
ness.’ ” 





A loan of $75,000 has been made by 
the New York Life on the new Y. M. C. 
A. building at Atlanta, the time being 
ten years and the rate 5% per cent. 


GEORGE WASHINGTON TAKES IT 

The George Washington Life of 
Charleston, West Va., has taken over 
the life business of the Commercial Life 
and Casualty of Savannah, the price 
named being $35,000. The latter com- 
pany wil] liquidate. 


EXAMINE NEW YORK FRATERNAL 

The Empire State Degree of Honor, 
a fraternal beneficiary society having 
10,000 members has recently been ex- 
amined by the New York Insurance 
Department. The order has _head- 
quarters at Stockton, N. Y. 





The State Life Insurance Company 
INDIANAPOLIS 


Not The Oldest--Not The Largest--Just The Best 





TWELVE MILLION DOLLARS 


Deposited With The State of indiana For The Sole Protection of 
Policyholders 





Good Territory and Remunerative Contracts for Men Who Can 
“Do Things ’”’ 


Address CHARLES F. 
1231 State Life Building 


COFFIN, Vice President 








GREAT SOUTHERN 


Life Insurance Company 


J. 35. RICE, President 


OUR RECORD 


HOUSTON, TEXAS 
J. T. SCOTT, Treasurer 





SAN ARTONIOe 
eDEL RIO 





COMMENCED BUSINESS NOVEMBER 1, 1909 


GROSS ASSETS basis) 
$655,004.93 $992,000.00 
1,057,016.02 5,352,260.00 
Dec. 31, 1911 1,128,912.85 10,057,028.00 
Dec. 31, 1912 1,306,689.41 14,859,856.00 
Dec. 31, 1913 1,500,835.10 23,650,512.00 


Sept. 30,1914 1,815,30246 30,630,355.00 


INSURANCE IN FORCE 
(paid-for 








OR AGENCY CONTRACTS ADDRESS 
O. S. CARLTON, Vice-President 


HOUSTON, TEXAS 











ASSETS, JANUARY 1, 1914 
LIABILITIES 


The Germania Life Insurance Company 


OF NEW YORK 


ESTABLISHED 1860 


ee? 


Coe ee Heo EE OHHH HEHEHE EEE HEHEHE H HEHEHE HS OOS EOE EEE OES 


eee ee ew ee 


cee eee ees e eee essere sseses 


Germania policies are plain business-like contracts framed to suit the needs and circumstances of the people and contain the most up-to-date features. 
The age, experience, strength and liberality of the Germania Life make it the Ideal Company for the capable agent. 


For Direct Agency Contracts in desirable territory 


Address Home Office, 50 UNION SQUARE, NEW YORK CITY 


$49,748,862 
43,230,677 


$ 6,518,185 


$20,289,565 
146,537,632 
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MIX BACK FROM ENGLAND 


NEW ARMY OF _ 1,200,000 MEN 


One Can Get $5,000 Insurance Against 
Zeppelins for $5—Business 
Conditions 


Robert J. Mix, manager in Manhattan 
of The Prudential, and one of the great 
producers in America, has returned 
from a six weeks visit to England. 
Mr. Mix did not call upon any life 
offices, and the only two American 
life men he saw there were Henry L. 
Rosenfeld, fourth vice-president of 
the Equitable, and Jack Wilson, for- 
merly well known in the New York 
field. 

Mr. Mix said that if the war were 
terminated in less than a year he 
would be considerably surprised. The 
British have entered the conflict to 
win, and are waging war with a 
dogged determination that they feel 
will result in triumph in the end. As 
near as can be judged by outsiders 
there are now 400,000 troops in the 
field, and about 1,250,000 recruits are 
now being thoroughly drilled in vari- 
ous parts of Great Britain. Every 
park, every public space, every court 
is used as a drill ground. The British 
feel that if Germany is victorious in 
the end the British Empire will not 
only be dismembered, but the conflict 
will be carried to America. The Eng- 
lish were characteristically slow to be- 
come aroused, but the entire nation 
is now imbued with the war spirit. 
News of losses are taken philosphically 
and bravely by the men, while the 
women are proving themselves heroic, 
bearing the loss of their loved ones 
in the service of the country with forti- 
tude, feeling that it is a sacrifice which 
should be made _ without flinching. 
Tears are shed only in private. 

The Zeppelins 

Mr. Mix said that if there were any 
universal scare over contempted raids 
of the Zeppelins he did not observe 
it. The insurance aspect of the case 
can be estimated when it is known 
that one of the companies issues poli- 
cies paying 1,000 pounds in case of 
death from a Zeppelin bomb, and giwv- 
ing indemnity for accident at a pre- 
mium of only a pound. And despite 
advertisements in the leading London 
papers few Zeppelin policies have been 
issued, the premium volume being re- 
garded as mere velvet. 

Despite the fact that the war is cost- 
ing $40,000,000 a week to wage, and 
the demands on individuals are great, 
the fund for the Belgian refugees, who 
are pouring into London by the thou- 
sands, is large. The British have the 
warmest admiration and deepest sym 
pathy for the Belgians. 

Business Conditions 

In discussing general business con- 
ditions in Great Britain he said they 
were “spotty.” Concerns dealing in war 
material and in supplies were working 
day and night. Some of the shors 
are unusually busy. The general state 
of industry is depressed. 


NEXT LIFE CONVENTION 





Secretary Ensign Says Inquiries As To 
‘Routes to San Francisco Are 
Being Made ° 





Life underwriters are apparently 
much interested in going to the coast 
for the 1915 meeting of the National 
Association of Life Underwriters to be 
held at San Francisco August 10-12, 
1915. Corresponding Secretary E. M. 
Ensign says that he has received al- 
ready numeroug requests for informa- 
tion as to routes and rates. All of 
these plans have yet to be decided upon 
as the committee on arrangements and 
the transportation committee appointed 
at the Cincinnati convention have yet 
to meet to determine the official route. 
It has been suggested that alternative 
routes be selected, one of which would 
permit a trip to the Panama Canal] and 
after landing at San Diego a continu- 
arce of the journey by rail on to Los 
Angeles and then to San Francisco. 


The second party which would go by 
land overland might take in the Grand 
Canyon, and on arriving at San Diego 
continue with the first party to the 
affair. It is probable that arrange- 
ments will be made to return to the 
East by rail from Portland, Oregon, 
taking in en route the Yellowstone 
Park. Announcement of the routes will 
be made probably within a few weeks’ 
time. 





MEETING AT FITCHBURG 





Provident Life and Trust Agents Enjoy 
Hospitality—Men From 
Worcester Speak 





At Fitchburg, Mass., on Thursday, 
October 29, Messrs. Faxon, Ayer & 
Smith, district managers of the Provi- 
dent Life & Trust of Philadelphia, en- 
tertained about 15 of their agents and 
their friends at the Fay Club. The 
dinner was enlivened by the singing of 
a male quartet from the Worcester 
General Agency. . 

Before dinner a meeting was held at 
the firm’s office in the Iver Johnson 
Building where plans were discussed 
for the work of the fall and winter 
months, and enthusiastic and practical 
remarks were made by W. Gray Harris, 
associate general agent at Worcester 
and by the several members of the firm. 





SOUGHT POLICY TOO LATE 


In the year 1913, there were 175 
Equitable policyholders, who had been 
pronounced satisfactory risks by com- 
petent physicians, but who died before 
their insurance had been in force for 
a single year. During the same period 
the Eyuitable refused to insure about 
8.000 persons, the majority of whom 
could have cbtained policies had they 
applied for them a few years earlier. 


SELECT VALUATION DATE 


COMMISSIONERS NAME JUNE 30 








Majority of States Favored Plan— 
Treasury Department Chooses 
Same Date 





The much mooted question of what 
date should be selected by the National 
Convention of Insurance Commission- 
ers to be used in figuring the valuations 
of securities for the annual statements 
of the various companies, has heen 
definitely determined by the special 
committee charged with this work. 
The date of June 30, 1914, will be used 
this year instead of December 31, the 
date which is the regular one. 

The change has been made neces- 
sary by reason of the closing of the 
New York Stock Exchange last July, 
following the outbreak of the Euro- 
pean war. It was impossible for the 
matter to stand open until the Decem- 
ber meeting of the commissioners in 
New York. The work of checking up 
the third quarterly statements of the 
various companies reporting to the 
audit bureau at the New York office 
of the Insurance Department has al- 
ready begun and the initial steps for 
preparing the lists of securities to be 
turned over to the Investors Agency 
for the purpose of affixing valuations, 
will be pushed rapidly now that a 
decision has been announced. 

Banking Department Agrees 

It is a coincidence that the Treasury 
Department, at Washington, has sent 
out notices to surety companies with- 
in a day or two, making June 30 the 
official date for compvfing the standing 
of the companies. The State Banking 
Department has likew'se elected to use 
June 30 as the date for figuring the 
value of securities. The work of list- 
ing for valuation purposes is again 
being completed for all the insurance 
departments by New York, and they 
pay the New York Insurance Depart- 
ment their pro rata share of the cost. 

Superintendent Hasbrouck in dis- 
cussing the decision of the special 
committee of which he is chairman, 
said in part: 

“Of the replies received, seven of 
the committee were in favor of June 
20, 1914, one favored waiting until 
December 1 to make a decision and 
one favored July 30, 1914. 

“As a large mafority favored June 
30, 1914, it was decided that quota- 
tions of that date should be used this 
year as a basis for valuations by in- 
surance companies. In 1997, when a 
condition somewhat similar to the 
present one occurred in the financial 
market, the insurance companies used 
the so-called average of 13 in arriving 
at a value for securities—that is, a 
price for each security for a certain 
day in each month for twelve months 
—and the last day of the preceding 
vear was obtained and the total divided 
by 13, which gave the average price 
then used. This system was not al- 
together satisfactory.” 


HARPER NAMED FOR THIS CITY 





Spent Some Years in South In Succese- 
ful Work—Dickson Named for 
Nashville 





The Columbian National Life of Bos- 
ton announces the appointment of two 
new genera] agents, viz., C. R. Harper 
at New York and D. D. Dickson at 
Nashville, Tenn. 

C. R. Harper was born in Pennsylva- 
nia and entered the insurance business 
in New York more than ten years ago. 
A few years later he removed to the 
South and for a period of seven con- 
secutive years has represented one of 
the Southern companies, operating in 
Georgia, Alabama, Mississippi and 
Louisiana. 

Conscious of the opportunity which 
existed in New York for a man who 
would build up a large agency for a 
successful and progressive company, 
Mr. Harper left the South and has just 
entered upon his new duties as General 
Agent in charge of the City of New 
York and surrounding territory. 

Mr. Dickson’s Career 

D. D. Dickson of Nashville, Tenn., has 
been acting for some years as Superin- 
tendent of Agents for Tennessee of the 
Union Central Life of Cincinnati. In 
this work he has been most successful 
and what he accomplished led him to 
seek a general agency so that he could 
build wp a permanent interest in the 
business which he was procuring. 

As his former company was unable, 
because of its established general agen- 
cies, to give him a direct contract in 
Tennessee and as he did not wish to 
leave his own state, he applied to the 
Columbian National for a general agen- 
cy. As a result he has recently been ap- 
pointed general agent of the Columbian 
National for Middle and East Tennes- 
see with headquarters at Nashville. 





FRENCH LIFE WAR PREMIUMS 

The French life offices are naturally 
very much affected by the war as a 
large proportion of the policyholders 
must of necessity be bearing arms. In 
the case of war an extra prem‘um of 
10 per cent. of the sum assured has 
to be paid by soldiers and reservists 
of regiments of the line; 7% per cent. 
by territorials and their reserves, and 
5 per cent. for the auxiliary branches. 
If this extra is not received the policy 
is not forfeited, but the sum assured 
is reduced. 





FEDERAL UNION LIFE 
Monthly payment and annual pre. 
mium life insurance business will be 
written by the Federal Union Life of 
Cincinnati when it is organized. The 
new company will have $100,000 capital 
and probably $75,000 surplus. 
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AMERICAN CENTRAL LIFE 


Insurance” Company 
INDIANAPOLIS, INDIANA 
Established 1899 


All agency contracts direct with the company 
Address 


Herbert M. Woollen, President 
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WHAT TEXAS LIFE CONVENTION MEANS 


Summary of its Strong Features 








The Texas Life Convention will hold 
its next annual meeting at Dallas on 
November 10, at the Adolphus Hotel, 
where the Texas companies recently 
entertained the American Life Conven- 
tion. 

The membership of the Texas Life 
Convention comprises seventy-one Offi- 
cers of nineteen of the Texas life com- 
panies, and it is affiliated with the 
American Life Convention. This or- 
ganization was formed for the purpose 
of encouraging, upholding and main- 
taining the business of life insurance 
and the best interests of life insurance 
policyholders through dissemination of 
information regarding the science of 
life imsurance, the upholding of cor- 
rect principles, the correction of any 
abuses arising in the transaction of 
life insurance business, and to educate 
the public to buy more life insurance. 

The Texas Life Convention has been 
of great benefit to Texas companies 
and to the cause of life insurance in 
the State generally. Through its Pub- 
licity Bureau much educational and 
general advertising work has been 
done—hundreds of thousands of leaflets 
and pamphlets of different kinds hav- 
ing been printed and circulated all 
over the State. And yet its members 
feel that it is just on the threshold 
of its opportunity for real service to 
the people of the State of Texas. 

It may be interesting to know that 
in 1905 Texas life companies had only 
about two per cent. of the total volume 
of life insurance in Texas, while now 
they are writing sixty per cent. of the 
total volume each year. 

In 1906 Texas life companies had 
less than $1,000,000 of assets, and only 
$18,000,000 of insurance in force. At 
the present time Texas life companies 
have assets of over $18,000,000, and in- 
surance in force of $225,000,000, and 
are among the most important factors 


HELPING THE MANAGER 





Four Good Points That An Agent May 
Remember and Practice With 
Profit to All. 





A field representative of The Pruden- 
tial gives the following tips for field 
men: 

“First, new business can be written 
anywhere and everywhere. 

“Second, grow as eloquent as you 
may over a recital of a money trans- 
action involving yourself or somebody 
else, in which a profit has been made, 
and no matter how fantastic may » 
the figures, human nature is so con- 
stituted that ‘figures’ will simply pas=< 
through one ear and out the other 
but nine out of ten men will rivet their 
attention on your talk on any subject 
involving a money transaction, if you 
emphasize your point by placing the 
actual cash within two feet of their 
vision! 

“Third, why should not a special 
agent seek in every way to help attract 
to his office the caliber of agents with 
whom he likes to associate? 

“Fourth, if you are so fortunate as 
to be happily associated with a good 
manager, and you know that he be 
lieves in, and willingly helps you with 
your most difficult problems, try to 
secure at least one good new agent 
each month from among the best 
people you meet.” 


The Graham C. Wells Agency of the 
Provident Life and Trust at Pittsburgh 
reports that up to October 24 it had 
passed by 10 per cent. the record of the 
entire month of October, 1913, and that 
the premiums averaged $6.87 per thou- 
sand greater than for October, 1913. 
James J. Phillis leads the agency for 
the year to date. 


in the conservation and development 
of Texas resources. 

In 1913 Texas life companies wrote 
$87,000,000, on which amount there was 
written in Texas a total of $72,742,550. 
Thirty-eight outside companies wrote 
in Texas $50,000,000, making the total 
life insurance written in Texas, 1913, 
$122,742,550, as against the amount 
written by forty-four outside and five 
Texas companies in 1906, viz., $64,000,- 
000, making an increase in total State 
volume of $58,742,550. ‘ 

In 1907 twenty-one outside companies 
withdrew from the State because they 
objected to the passage of the Robertson 
Investment Law. At the time of their 
withdrawal they had mortgage loans 
in Texas real estate amounting to less 
than $1,000,000. 

Investments in Texas by life insur- 
ance companies have grown by leaps 
and bounds until they now aggregate, 
including policy loans, over $60,000,000. 
This is due chiefly to the fact that 
practically all of the assets of Texas 
companies are invested in Texas securi- 
ties, and that under the present law 
the thirty-eight outside companies do- 
ing business in the State are investing 
a reasonable proportion of their re- 
serves on their Texas policies in Texas 
securities. 

There is no Texas life insurance law 
(nor any other Texas law) which pro- 
hibits any foreign life insurance com- 
pany from investing any portion of 
its funds in Texas real estate mort- 
gages, nor any law which makes such 
investments undesirable for these for- 
eign companies. Texas invites the in- 
vestment of foreign capital within its 
borders and is annually securing be- 
tween $150,000,000 and $200,000,000 
from other States and countries. 

The men who may reasonably be sup- 
posed to know most abovt the Robert- 
son Law and the beneficent results 
it has created in Texas endorse it in 
very strong terms. 


DAY PRAISES “SAFETY FIRST” 





Equitable’s President Says Volume of 
New Business is Excellent in 
First Quarter 





The “Safety First” Campaign of the 
Equitable is going well according to 
President W. A. Day, who has just 
addressed the following, to Equitable 
representatives: 

“I consider our ‘Safety First” Cam- 
paign one of the best stimulants to 
new business ever devised. It gives 
each representative a specific piece 
of work to accomplish each week, and 
provides the latest up-to-date argu- 
ments to awaken the interest of ap- 
plicants. I believe the educational 
features of the campaign alone will 
increase the effectiveness of every 
representative and have a lasting in- 
fluence on Equitable progress. 

“One-quarter of the campaign is al- 
ready over, and I am so pleased with 
the volume of insurance written that 
I wish to express my appreciation to 
the staff as a whole, as I am trying 
to do to each successful contributor by 
a separate letter. During the remain- 
der of the campaign I hope every mem- 
ber of the staff will sustain his reputa- 
tion and that of the Society by con- 
tributing not less than one application 
a week. This task is well within your 
ability and I rely upon you to accom- 
plish no less than this.” 





The Philadelphia Life announces the 
appointment of Lowy & Company, Inc., 
of Newark, N. J., as general agents 
for Essex County. Harry P. Lowy is 
president and Milton Lowy, secretary. 
The Lowy agency has made an en- 
viable record in the real estate and 
fire insurance business and hopes to 
ae this in its new life depart- 
ment. 


WHY FRATERNALS FAIL 





Case of Slavonian Union Shows That 
Members in Default Were Carried 
in Good Standing 





The report of Frederick G. Dunham, 
acting as examiner for the New York 
Insurance Department, showed that the 
First National Slavonian Union of the 
State of New York was insolvent. The 
Supreme Court has accordingly, on ap- 
Plication being made to this effect, 
turned over the assets to Insurance 
Superintendent Hasbrouck for liquida- 
tion. Frederick G. Dunham as head 
of the Insurance Department’s liquida- 
tion bureau has accordingly taken over 
the defunct fraternal’s affairs and will 
wind it up. 

Like most of the assessment com- 
panies, its business methods were in- 
clined to be peculiar. The report 
shows that the practice prevailed 
among the subordinate assemblies to 
remit to the supreme financial secre- 
tary of the Union, from time to time, 
lump sums on account of bills for 
monthly assessments rendered by him. 
During the first nine months of 1914, 
the requirements of the supreme as- 
sembly exceeded the monthly rate paid 
by the individual members to the sub- 
ordinate assemblies, by seven cents 
per month. This resulted in a deficit, 
although the supreme assembly levied 
assessment sufficient to meet death 
losses, if only they had been paid. But 
they were not. 

Individual members who were not in 
good standing were habitually carried 
along -for several weeks after default, 
before being stricken from the rolls. 
With such loose practices in vogue it 
is no wonder that the order’s condition 
became impaired. 








HOME LIFE 
INSURANCE COMPANY 


OF NEW YORK 


An examination of the Home Life of 
New York by the New York Insurance 
Department, the report on which has 
ust been issued shows the Company to 
¢ in splendid condition in every re- 
spect with an excellent record in all of its 
relations with policyholders. The chief 
examiner closes the report on the exam- 
ination as follows: 


During the period under 
the Home Life has experienced a steady 
and sound growth, its assets, now nearly 
$30,000,000 being well over five 
poster than in 1909 and the insurance in 
nereased 


rece having i: from in 
the year mentioned to over $11 a in 
1913. 


For Agency apply to 


GEORGE W. MURRAY, Supt. of Agts. 
256 Broadway, New York, N. Y. 











UNEXCELLED IN 


Favorable Mortality 
-——4AND— 


Economy of Management 
THE 


Provident Life 


AND Trust Company 
OF PHILADELPHIA 


Rates of Premium Extremely Low 
and still further reduced by 
Annual Dividends: 








A Word to the Wise is 
Sufficient 
Grow Up With A Growing 
Company 


Insurance In Force 


Over $100,000,000.00 


Pittsburgh 
Life & Trust Company 


Home Office 
Pittsburgh, Pa. 


W.C. BALDWIN, 
President 


HOWARD 8. SUTPHEN, 
Director of Agencies 








W. D. Wyman, President 





Ambitious, Productive and Trustworthy Life Agents may be 
benefitted by corresponding with the 


Berkshire Life Insurance Company 
of Pittsfield, Mass. 
Inc. 1851 


New policies with modern provisions 


Attractive literature 


W. S. Weld, Supt. of Agencies 






























































Pan-American Life Insurance Company 


New Orleans, Louisiana 


C. H. ELLIS, President 








Total Resources 





Total Insurance in force December 31st, 1913.............$13,280,108 
December Sist, 1913.......ccccce 


2,230,532 








our Company. 








We have a few attractive openings for the right men, offering opportunity 
for the development of lucrative agencies and future advancement with 
For full particulars, Address: 


E. G. SIMMONS, Vice-President and Agency Manager 
: Whitney Central Building 


New Orleans, Louisiana 
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BENEFITS OF COMPETITION 


GREAT CREATOR OF BUSINESS 





Pacific Mutual Life Discusses Mooted 
Subject—Veteran Agent Con- 
siders It Spice 





There is no question about it, com- 
petition keeps things moving. Some 
life insurance agents would make 
sorry records if there was not some- 
thing to spur them on. That is just 
the idea of the Pacific Mutual Life, 
which says: 

“Competition creates business. 
This is a truth which the salesman 
learns only from experience. Usually 
ne starts out with the idea that if he 
might have a ‘virgin’ field to browse in 
he would be in clover. If he is sent 
to a littleworked territory he finds 
himself in the situation of the life in- 
surance agents of the early days who 
are really missionaries, carrying a 
strange gospel. 

“They needed to convert and educate 
# prospect, and commonly spent. from 
three months to a year in the effort to 
secure his application. With the 
growth of competition, involving, as it 
did, the spread of information, the 
difficulties of the business decreased, 
while the demand for life insurance 
increased. 

“In the City of ‘New York there are 
said to be upward of 3,000 men devot- 
ing their entire time to selling life in- 
surance, and at least as many part- 
time agents. Despite the fact, or 
rather, largely on account of it, New 
York is the best life insurance ter- 
ritory in the world. Owing to the con- 
stant canvassing most business men in 
the city are prospects and, at all times, 
a large proportion of them are seri- 
ously considering the purchase of life 
insurance. 


Novice Too Sensitive 


“The novice is suwper-sensitive to 
competition, and disposed to exagger- 
ate its importance. Although his com- 
pany has two hundred and odd rivals 
in the legal reserve ranks, it depresses 
him to learn that a prospective buyer 
favors one of the others. If he en- 
counters the same company in com- 
petition twice in a month he concludes 
that it is doing the bulk of the busi- 
ness in his town and he begins to 
wish that he were working for it. He 
cannot understand that to remain in 
business each company must present 
some points of special attraction. He 
thinks that his own company’s policies 
should embrace all these features that 
act as thorns in his side. 

“The beginner can’t take competition 
good-naturedly. It irritates him. His 
work is hard enough anyway, without 
some other fellow butting into it. He 
is doing business on strictly honest 
lines, and he is quite sure that his rival 
is a crook. The prospect who will not 
admit his claims for the superiority of 
his company must be influenced by 
some ulterior motive, and is probably 
accepting a rebate. 

Veteran Welcomes It 

“To the veteran, on the other hand, 
competition is the spice of business. It 
gives zest to his work. He is ever 
eager for the fray, like the warhorse 
champing on the bit at the sound of 
the bugle. He fully appreciates the 
value of competition and welcomes it. 
‘The more, the merrier,’ is his motto. 

“What has been said refers to com- 
petition in general. It is, of course, de- 
sirable to avoid it in particular cases. 
If that cannot be done, it should be 
minimized. A great deal of the com- 
petition experienced is unnecessary. 
When a small boy is stung by a wasp 
he rubs the place until he sets up a 
serious irritation. The grown man 
knows better. He either ignores the 
sting, or lets it go with a dab of am- 
monia. At the first suggestion of an- 
other company the beginner gets ex- 
cited and plunges into a hot argument. 





The old-hand sheds the obstacle as a 
duck sheds water. He says ‘very good 
company’ with an air that implies ‘not 
to be considerei a serious competitor 
though,’ and goes on with his talk. If 
the prospect persists, the salesman 
comes back with ‘The Blank Life is a 
good company. I have nothing to say 
against it. But I am selling the Pacific 
Mutual, and I’ll stick to my text, if you 
please.” 
Competition Toe Pronounced 

“Competition will occasionally be too 
pronounced to be ignored or brushed 
aside. In such a case, fight tooth and 
nail, but do it only on the level. In our 
effort to beat a competitor we must never 
forget our obligation to increase the 
prospect’s respect for the institution of 
life insurance and his appreciation of 
its beneficence. 

“You can’t give a prospect the im- 
pression that a certain company is dis- 
honest in the treatment of its policy- 
holders, or that a certain agent is un- 
trustworthy, without impairing his esti- 
mate of life insurance companies and 
their representatives as a whole, and, 
perhaps, creating suspicion in his mind 
as to you and your company. 

“Don’t fall into this error. Assure 
your man that, as an institution, legal 
reserve life insurance is sound through- 
out; that the companies operating un- 
der it are uniformly fair in the adminis- 
tration of their trust; and that their 
representatives, as a body, are at least 
the equals in integrity and efficiency 
of any other class of business men. 

“Such an attitude is demanded by the 
best ethics of salesmanship and is 
calculated to inspire the confidence of 
your prospect. 

Don’t Compare Policies 


“It is seldom necessary or advisable 
to make a precise comparison of poli- 
cies. The technicalities involved in 
such a proceeding are likely to befog 
the prospect’s mind. The tactful and 
creative salesman will prefer to meet 
the competition in a different manner. 
He will say something like the follow- 
ing: ‘Mr. Blank, all legal reserve com- 
panies are sound. Any one of them 
wil pay your claim and give you full 
value for your money. 

“ *You know that the chief difference 
between two shoe shops or two haber- 
dashers is that one can offer you goods 
better suited to your taste than the 
other. So it is with the many excel- 
lent life insurance companies. One 
will be able to sell you a policy better 
adapted to your requirements than an- 
other. Now I think that we can do just 
that thing, and I believe that you will 
agree with me when I have described 
our contract.” Then he goes on with 
his canvass, exvatiating on some sell- 
ing feature which his competitor’s 
policy lacks. 

“Now-a-days, manufacturers go to a 
great deal of pains to furnish their 
salesmen with what they call ‘talking 
points.” Very often these are of little 
importance to the purchaser. Their 
value consists in the opportunity they 
afford the salesman to enlarge on 
something which his competitors do 
not have. This practice of providing 
‘talking points’ is followed by life in- 
surance companies and each of them 
has one or two special volicy features 
on which its agent dwell. 

“The experienced life insurance sales- 
man is posted on the specialties of his 
rivals. In competition, while he plays 
on his own talking point, he contrives 
by suggestion to discount those of his 
competitor.” 





HAS OFFICES AT WASHINGTON 

The Continental Life of Virginia has 
established executive and _ business 
offices at Washineton, TD. (. Its officers, 
with the exception of the president, 
occupied similar posts with the South- 
ern Mutual Aid Association of Birming- 
ham, Ala. 





State Mutual Life Assurance Co. 


WORCESTER, MASSACHUSETTS 
INCORPORATED 1844 
BURTON H. WRIGHT, President 
~- PROGRESSIVELY SUCCESSFUL... 








isi January 1, 1914 

DT Svitheavaseveseas des ens bess seeeceeces ++ 40,209,207.87 
Surplus Mass. Standard....... bbkinhabés saved ben eAebe 346,537 
Insurance Issued, 1913...............0000. seen ess: Soe 
Insurance im Force........ thvdansesvs se eeeeeeeees +$171,310,426.00 


THE COMPANY OF SUCCESSFUL AND CONTENTED AGENTS 
ONLY THE HIGHEST GRADE MEN ELIGIBLE 


EDGAR C. POWLER, Superintendent of Agencies 








You Wish To Be Paid Well 


for your efforts. Producers receive 
liberal compensation under the 





Reliance 
Life Insurance Company 
of Pittsburgh 


Has the best General Agent 
Contract to offer YOU. 


Has All Forms of Policies to 
Offer the Insured—Particip- 
ating and Non-Participating. 
Annual Dividend. Guaran- 
teed Premium Reductien. 

Has the Only Perfect Protec- 
tion Policy combining Life, 
Accident and Health Insur- 
ance at Minimum Cost. 


Direct Agency Contract 
OF THE MANHATTAN LIFE 





A top-notch renewal income as- 
sured for years to come. 


Several pieces of excellent terri- 
tory, with exclusive rights, open 
for men of character and ability. 


For particulars address 


THE MANHATTAN LIFE 
INSURANCE COMPANY 
66 BROADWAY NEW YORK 




















REMEMBER 


The Texas Life Insurance Company 
OF WACO, TEXAS 
Is the pioneer life insurance company of 
the Southwest 
ATTRACTIVE POLICIES and LIBERAL CONTRACTS 














A GOOD OPENING 


An old, well established, progressive life insurance company, with unexcelled 
dividend record has good opening at PHILADELPHIA, covering Eastern Penn- 
sylvania. Address, stating qualifications: 

PHILADELPHIA, care of The Eastern Underwriter 
105 William St., New York City 




















Representing 


The Mutual Life Insurance Company 
of New York 


You will make money. 





The great strength, big dividends and incom- 


parable benefits of the ‘‘ oldest company in America | 
mean certain success for you. 


For Terms to Producing Agents, Address 


GEORGE T. DEXTER, 2d Vice-President 
34 NASSAU STREET, NEW YORK, N. Y. 
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CHRISTMAS GIFT TRUST FUND 


ILLINOIS LIFE AGENT’S PLAN 








Manager Gabel Using Much Tact and 
Some Sentiment Develops Field in 
His Own Way 





Presenting life insurance in a new 
way is often a means of selling policies 
where ordinary methods would fail en- 
tirely. O. H. Gabel, manager of the 
Corn Belt Agency of the Illinois Life, 
thought of a way of selling 20 year in- 
come policies -for small amounts, He 
realized that to many people it would 
be irresistible to show them how for 
twenty years they could remember 
some loved one for $50 regularly. It 
is interesting to hear him tell how the 
plan worked. He says: 

“You are probably wondering why 
this great run on ‘policies that provide 
an income of only $50 a year, and if 
you have looked over the applications 
and noticed the high business standing 
of these applicants you certainly are 
having a good time guessing what the 
idea is for such well-to-do men to buy 
an income policy that will pay only $50 
a year. 

“The canvass I am using gets results 
so easily and is securing for me such 
favorable hearings that I would. feel 
guilty if I did not tell you about it so 
that you can give it to all the other 
boys in such a way that they, too, can 
use it. 

Unique Presentation. 


‘JT am going to that class of men 
whom the average agent would never 
think of soliciting for less than $5,000, 
and telling them that I have a Christ- 
mas gift trust fund proposition which 
I want to present, and after a nice 
little Christmas spirit talk, reminding 
the prospect how it is his custom to 
delight the hearts of the kiddies on 
Christmas morning with a lot of pres- 
ents, and painting the picture of the 
Christmas days to come when “Old 
Dad’ will not be there, I explain that 
for a very small annual payment during 
his lifetime he can create a Christmas 
fund with the Illinois Life out of which 
on the first day of December for twen- 
ty years after his death the company 
will send a Christmas check in the 
amount of $50 for the express purpose 
of keeping green the Christmas memo- 
ry of ‘dear Old Dad.’ : 

“Tt is marvelous how much sentiment 
it is possible to get into this selling 
talk and the impression it makes. I 
am really surprised myself how inter- 
ested I get in presenting this Christmas 
plan, and those applications I have 
written—six out of ten interviews— 
have been closed entirely on the senti- 
ment idea with practically no discussion 
as to the details of the policy and with 
no question raised as to what some 
other company might have to offer 
along the same lines.” 


MORTGAGE UPON POLICY 





So Prudential Characterizes Policy 
Loans—Iit Reduces Amount 
of Protection 

At a time when policy loans are being 
demanded from companies at an amaz- 
ing rate, it is interesting to observe 
what steps companies are taking to 
curtail the evil. 

The Prudential makes it a practice 
in sending out notices of interest due 
on loans to enclose some strong argu- 
ments against the practice, also an 
offer to accept payment in instalments. 

Following is a sample of a very con- 
vincing portrayal of policy loan evils 
now being sent out: 

“A policy loan is a mortgage upon 
your policy. Give the same considera- 
tion to mortgaging your policy that 
you would to mortgaging your home. 

“A loan against your policy immed!- 
ately reduces the amount of protection. 

“Experience shows that a ioan 


against a policy may be largely re- 
sponsible for the ultimate cancellation 
of the policy. 

“Your policy is a sacred trust cre- 
ated for the protection of your family. 

“You would not seriously consider 
discontinuing it. 

“But— 

“If obliged to borrow, never take 
the full loan value of your policy, leave 
a safe margin for the future. 

“If it has been necessary to mortgage 
your policy by a loan, repay it as 
quickly as possible; delays are danger- 
ous. 

“If you can not repay the loan in 
one sum reduce it by instalments of 
$5 or upward, which the Company will 
accept at any time while the policy 
is in force. 

“If you can not possibly repay any 
part of the loan, don’t fail to pay the 
interest; in short, don’t let the debt 
increase. 

“Tf you can not pay the loan or inter- 
est do not lapse your policy; you can 
not replace it except at an increased 
rate, and while in good health.” 





WHAT MEDICAL BLANK IS 





Medical Director Davis of A~-'--ble 
Life Discusses Features—Must 
Give Facts 





The necessity for real facts being 
given by a doctor when filling out a 
medical examination blank is empha- 
sized in the most recent letter of Medi- 
eal Director John L. Davis of the Ami- 
cable Life of Waco, Tex. He says: 

“The medical examination blank is a 
form covering a group of principal 
questions to be answered; but it must 
be borne in mind constantly that it 
is only a model or framework by the 
proper use of which the company eliciis 
from examiners not only accurate but 
full information. 

“A competent and honest examiner 
may answer every question on the 
blank and still fail to give the real 
facts to the company; for instance, an 
examiner stated the father was “killed 
by a fall,” which was true. But it 
happened the fall resulted from jump- 
ing through a window while suffering 
from delirium tremens. 

“Another reported a member of the 
family as recovering from appendicitis; 
but failed to mention he also had tu- 
berculosis from which he was not re- 
covering. 


Wrong Information 


“One examiner wrote that applicant 
had changed his residence to better 
his financial condition; but through an- 
other source we learned that change 
of climate was necessary also on ac- 
count of the wife’s health. An instance 
is given where the examiner was trick- 
ed by an applicant who kept vigorously 
chewing gum to hide a facial paralysis. 

“Within my own experience an appli- 
cant would have passed the examiner 
had he not been required ~t the last mo- 
ment to walk across the room thereby 
revealing a hemiplegia whieh he haa 
almost succeeded in hiding. 

“These examples are given to ilius- 
trate how essential it is for examiners 
to be thorough in their inquiries and 
not to confine the questions strictly to 
the formal ones given on the blank; 
this blank after all is onlv the frame 
on which to weave the fabric, but many 
threads will be found broken or missed 
altogether unless each is carefully fol- 
lowed to its end. Surely thoroughness 
must be reckoned as one of the cardinal 
virtues in the examiner.” 





MURPHY JOINS GUARANTY LIFE 


J. E. Murphy formerly general agent 
for the Bankers Life of Lincoln, 
Nebraska, and for several years agency 
manager for the Central National of 
Lincoln, has recently accepted the State 
managership of Nebraska for the Guar- 
anty Life of Davenport, Iowa. 





Excellent Opportunities For Good Men 





HIGH COMMISSIONS 
LOW RATES 
SALABLE POLICIES 








1098 Drexel Building - - 


SCRANTON. LIFE INSURANCE COMPANY 


HOMER V. TOULON, Manager 


PHILADELPHIA, PA. 








MS ic cccteos 
Reserve 
EE 6. 65 66,004 ee re 
Death Losses 
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Compulsory Deposit Law. 


ginia, Illinois and Indiana. 
Company. 


The Meridian Life Insurance Co. 
INDIANAPOLIS, IND. 
Insurance in force, Dec. 31st, 1913....... 
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The liberal up-to-date pwlicies issued by this Company are clear and 
definite in their provisions and the reserve is in accordance with the Indiana 


We have open territory for high grade men in the States of West Vir- 
If interested in a liberal contract, write the 


- - -$23,869,332.00 
2,455,653.33 
1,803,659.29 
453,249.23 
105,363.49 














| insurance 
| Assets over One Million. 


(average One Million a month). 
We want a capable 
Impo rtant open territory. 








HOUSTON, TEXAS 


in force over Twenty Millions of dollars. 
Business received first eight months, 1913, 


general agent for vacant office. 


over Eight Million 











DISTRIBUTION OF PROFITS 





Society of 
Says 


First Made by Amicable 
England in_ 1706, 
Manchester Man 





“The Origin of the Bonus System,” 
was the title of the essay which won 
the prize offered by the Insurance In- 
stitute of England, and read by F. T. 
Lees, who won it. His opening state 
ment follows: 

The earliest “distribution of 
profits’ were made by the “Old 
Amicable” office, founded under the 
title of “The Amicable Society for 
a Perpetual Assurance Office” in 
1706. For an assurance on a life 
between the ages of 12 and 45 the 
Amicable charged a premium of 
£5 per cent. per annum, this rate 
probably being based on the annual 
number of deaths in London, as- 
certained from the Bills of Mor- 
tality, being nearly one twenty. 
No attempt was made to graduate 
the premiums according to age, 
and as the average premium of 
£5 per cent. was excessive, a sur- 
plus was formed. An amount as- 
sumed to be profit was divided each 
year among the policies producing 
claims during the year in propor- 
tion to the sums assured. As, how- 
ever, the number of years the 
policies had been in force was not 
taken into account, and as the 
Amicable, by its constitution, was 
not in a position to allot any por- 
tion of the profits to the surviving 
policyholders, the distribution was 
inequitable, and, in favoring the 
policies presenting premature 
claims, was exactly the reverse of 
the principle of the modern allot- 
ment of bonus. This “distribution 
of profits,” therefore, can only be 
regarded as progress toward the 


$50,000 POLICYHOLDER DEAD 





J. E. Thompson of Worcester Insured 
in Mutual Benefit Killed in Auto- 
mobile Accident 





Insured for $50,000 in the Mutual 
Benefit Life, J. Edmund Thompson, a 
physical culture instructor of Worces- 
ter, Mass., aged 36, died suddenly from 
an automobile accident. The policy will 
be paid to the widow at her request 
in instalments. 

In describing the case the Pelican 
says: 

“Mr. Thompson was a physical cul. 
ture instructor of national reputation 
His Mutual Benefit policies were is- 
sued respectively in 1907, 1908, 1912 and 
1913. All were on the ordinary life plan. 
The insured was a man of excellent 
physique—36 years of age. Death re- 
sulted from an automobile accident on 
August 16th. While Mr. Thompson was 
cranking his machine, it started and 
crushed him. 

“Mrs. Thompson, wife of the insured 
and beneficiary under the policies, has 
elected to receive the proceeds in 360 
monthly instalments. This will pro- 
vide a guaranteed income of $209 per 
month for 30 years. Beginning a year 
from now the guaranteed instalments 
will be increased by surplus interest. 
The Thompson case illustrates (1) the 
danger of death, even to the man whose 
profession is along the lines of health 
conservation; (2) cumulative acquisi- 
tion; (3) Income Service to the bene- 
ficiary by the Mutual Benefit. 


payment of “bonus,” inasmuch as 
the right of the policyholders to 
participate in any surplus created 
was recognized for the first time. 
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HAS A CUMULATIVE EFFECT 


CITE THE ALABAMA DECISION 








Argument of Alfred Hurrell Before 
Commission—Cash Surrender 
Becomes a Credit 





In addition to the immediate effect of 
the ruling of the Alabama Tax Commis- 
sion that the life insurance ‘policyhold- 
ers of that State—more than 100,000 in 
number—are not taxable on the cash 
surrender values of their policies, there 
is a broad ultimate result of much im- 
portance to the business as a whole. 

This decision piles up one more favor- 
able precedent on top of those already 
accumulated on the subject. The at- 
torneys-general of Ohio, Pennsylvania, 
Nebraska and Minnesota have held 
that under the different statutes of their 
respective States surrender values were 
not taxable, while there is a similar de- 
cision by the Supreme Court of Indiana. 

Each of these decisions marks the 
result of an effort on the part of a 
State, through interpretation of exist- 
ing statutes, to increase its income at 
the expense of prudent policyholders, 
and doubtless attempts to levy such 
taxes on the part of other States will 
occur from time to time. The increas- 
ing number of rulings and decisions in 
favor of policyholders will be helpful in 
meeting this situation. 

Mr. Hurrell’s Brief 

In the brief which Alfred Hurrell, at- 
torney for the association of Life In- 
surance Presidents, filed with the Ala- 
bama Tax Commission in connection 
with his argument for a ruling that 
surrender values are not taxable, much 
emphasis was laid upon the fact that 
the cash surrender value in and of 
itself becomes a credit only when the 
policyholder surrenders his policy, and 
elects, from the options open to him, 
to receive the cash in settlement. 

In addition to the legal points in- 
volved, Mr. Hurrell discussed the ques- 
tion of public policy, directing attention 
to the fact that the taxation of sur- 
render values not only would check the 
writing of insurance but cause the 
lapsing and cancellation of old policies. 
He stated that the amount of life in- 
surance outstanding in a State has a 
direct relation to the burdens of 
government therein, as the greater the 
amount of such insurance there is in 
force, the less the public will be called 
upon to render assistance to destitute 
women and children. 

The ruling which Mr. Hurrell] asked 
the commission to set aside was that 
of September 26 of this year, holding 
that surrender values were taxable as 
solvent credits or under Subdivision 
14, Section 2082 of the Alabama Code. 

Cash Surrender a Credit 

Mr. Hurrell said in part: 

“The cash surrender value in and of 
itself becomes a ‘credit’ only when the 
policyholder surrenders his policy and 
elects, from the otions open to him, to 
receive the cash in settlement. He 
gives up his insurance, his protection, 
and takes the surrender value. He 
cannot have both at the same time. 

The company does not owe him, at 
the same time, both the duty to protect 
him by its insurance and the cash sur- 
render value. Hence, when policies are 
in force (and it is these the ruling of 
the commission) affects), the companies 
owe the policyholders thereunder not 
cash surrender values, but the insur- 
ance protection itself, and, while they 
are under that primary and larger obli- 
gation, the cash surrender value clauses 
of the contracts are not operative, and 
cannot be. 

“It should be understood that the prfe- 
miums a policyholder pays to a com- 
pany are not legally akin to deposits 
in a savings bank; he cannot receive 
them or a portion of them back at any 
time he wills, without himself giving 


up a valuable consideration for the 
money he gets back; they are, in the 
strictly legal sense in which we must 
here deal with them, merely the con- 
sideration he pays for the protection 
given by the policy. The provision for 
the paying of a cash value on the sur- 
render of the policy is inserted in al- 
most all modern life insurance con- 
tracts, along with other optional 
methods of settlement available if the 
policy is discontinued before it matures, 
These provisions were inserted so as 
to insure to the policyholder value re- 
ceived for the money he has already 
paid, if for any reason it becomes im- 
possible for him to continue his pre- 
mium payments. 
Would Cause Confusion 

“Another important consideration 
which the commission will not wish to 
overlook is the confusion which would 
arise in the assessment of the cash 
surrender value of policies. Some 
policies have a definite beneficiary 
designated without the power of revo- 
cation being reserved to the insured. 
Some have a beneficiary named but 
with the power of revocation reserved. 
Some run to the estate of the insured. 

“This last class would probably pres- 
ent no great difficulty, but to whom 
would the policies be assessed in which 
a beneficiary was named—to the in- 
sured who was paying the premiums, 
or to the beneficiary who was not? If 
the beneficiary’s right is vested, then 
whatever might be due on a policy 
either as its matured value or its sur- 
render value would be due the bene- 
ficiary and not the insured, and should 
not be assessed to the insured. In those 
policies where the right of revocation 
is reserved, until the beneficiary 1s 
changed, she is the one entitled to what- 
ever may be due or paid under the 
policy. To assess the present value to 
the insured, the assessor would have 
to assume that the insured would re- 
voke the then beneficiary and make 
the policy payable to his estate. To 
determine to whom these policies, 
many of them containing one or more 
beneficiaries, and many payable to in- 
fants, should be assessed would be the 
next task for the commission, To 
properly dispose of the question, and 
to guide the many tax assessors 
throughout the State, the ruling would 
have to be interpreted by a number of 
other rulings, or the practice in the 
assessing of this new class of taxable 
items would -be far from uniform. 





MAKES LIFE LONGER 





A Kansas City Minister Pays a Tribute 
to Function of In- 
surance 





In addressing the Kansas City Un- 
derwriters’ Association the Rev. George 
H. Combs, of the Independence Chris- 
tian Church, of Kansas City, said a 
few days ago: 

“Life insurance conserves life not 
only by its creation and enrichment but 
by its prolongation as well. It creates 
life; it makes it fuller; it makes it 
longer. It gives both quality and quan- 
tity. In ignorant days men looked upon 
life insurance as a kind of invitation 
to death. Now we are seeing that it 
makes for the postponement of death. 
The tables of the actuary do more 
than disclose the average length of 
life. In that very revelation they 
lengthen life. These tables are ser- 
mons of the highest order. They show 
not only how short life is but what 
makes it short. Drunkenness shortens 
life. Uncleanliness shortens life. 
This or that course of conduct 
shortens life.” 





DESIRES SPECIAL AGENCY 


Elsewhere a young man of under- 
writing experience seeks a_ special 
agency in the Western Pennsylvania 
field. Any company in need of such 
a representative would do well to get 
in touch with the advertiser. 





f ELLIS IS THANKED 


jouisiana Life Underwriters Hold 
Annual Meeting and Elect 
New Quicers 





The administration of Crawford H. 
Ellis, president of the Pan-American 
Life, who has just comp.eied a year 
as president of the Life Underwriters 
Association of Louisiana was charac- 
terised as most successful at the an- 
hual meeting of the association heid 
a lew days ago. In fact tue past year 
was the most successful ana import- 
ant in the history of he organization. 
ibe membership grew trom sy in lyls 
to 70 this year. 

A course of lectures on iile insu: 
ance was given at ‘iulane iast yea. 
by members of the association and it 
is expected to repeat the pian this 
year. ‘he organization of a ciub tor 
visiting the San Francisco meeting ol 
the National Association of Lite Under- 
writers was discussed. 

By a rising vote the members 
thanked their retiring pres.dent, 
Crawiord H. Ellis, tor nis consy.cu- 
ous service during the pdst yeur. 
Mr. Kilis said he was heart aud sou 
with the organization and wou.d give 
his active support to the new ollicers 
in their efiorts to upbuild and seve 
the association, 

Wiison Wiiliams, the new presi:uen, 
asked lor the co-operation of the mem 
bers in the work of the coming year, 
Saying: “lhis association lays cidiu 
to support as a vitaiized organizatiou 
lor the enrichment of our commuuity 
aud the weliare of ell, With tuis iu 
mind, let’s try to imcrease its mew 
bership and tus its potency ior vou. 
mutual benefit and advantage.” 

The eiection of officers resulted as 
follows: 

President, Wilson Williams, genera. 
agent of the New Engiand Mutual; 
vice-president, T. P. Thompson, asso- 
Clate general agent of the Kquitapb.e; 
secretary-treasurer, T. D. Wharton, 
editor of the “Insurance Vindicator. 
Executive committee: Jas. W. Smituer, 
chairman; W. J. Hannon, H. L. Garic, 
k. G. Simmons, These, with the pres 
ent officers and ex-presidents of the 
association, constitute the committee. 





LA SALLE STREET BANK 

In their report on the lilinois surety) 
Company made by the Illinois and New 
York Insurance Departments one ol 
the interesting paragraphs follows: 

“The Company has $23,436 cash on 
deposit in the La Salle Street Trust 
and Savings Bank. Your examiners 
obtained an interview with the re- 
ceiver for this suspended bank and 
upon information secured through him 
the conclusion reached is that tae 
proper allowance for recovery of the 
above amount is 60 per cent. This 1s 
the estimated dividend which will pe 
paid by the receiver and the item has 
been so allowed in this examination, 
the deduction being made in the non- 
admitted assets of 40 per cent. of the 
balance in the bank.” 





PIONEER LIFE COMING HERE 

Reports from the West state that the 
Pioneer Life of Kansas City is prepar- 
ing to enter New York to do business 
on the monthly premium plan. It does 
not expect to charge more than the pro 
rata regular annual premium. 


DEATH OF W. K. BELLIS 

The death of William K. Bellis, secre- 
tary and manager of the Reserve Loan 
Life of Indianapolis which occurred 
October 21 was a great shock to his 
friends. Apoplexy was the cause. Mr. 
Bellis had led a most active life and 
to him is given the credit for the pres- 
ent Indiana insurance code. He was 
born at Richmond, Ind., in 1853. 
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Live Hints For Business Getters | 


Practical Suggestions to Help the Man With the Rate Book Increase His 
Income and General Efficiency 














According to “The Public 
Knocking Savings Ladder,” oppor- 
at the tunity is still at its old 
Door tricks of knocking at the 
door. It says: “Oppor- 
tunity is now knocking at the door of 
every man afield. The battle of the 
standards is but an invitation to enter 
the area where daring, skill, activity 
and ability are to be put to a test. Men 
of ambition are going to grasp the 
opportunity wholeheartedly to prove 
tueir worth and to add to their stature 
as insurance men. Every man who en- 
ters this effort in the proper spirit and 
in earnest to do his level best for the 
entire period will be well paid in dol- 
lars and cents and better paid in all- 
around development as an insurance 
salesman. A special effort is only a 
term in the training school of sales- 
manship athletics—an opportunity for 
the use of latent energy that men put 
to use only under an urgent demand. 
Men who have been weak will grow 
strong and self-reliant by having dis- 
covered their ability to do things in a 
big way when under a full head of 
steam, while the weakling will be 
caught up in the great whirlpool of ac- 
tivity and dragged down with the 
weight of his incompetency to never 
rise again. An early start is the battle 
half won. Crowd your work instead of 
letting it crowd you. Make an allot- 
ment for the period and then keep a 
safe margin ahead of it every Satur- 
day night.” 


- * a 
According to “Agency 
Try Items” of the Equitable, 
Forcible there is a way of going 
Saving after the man who thinks 


he cannot afford insurance 
because of extravagence at home. This 
is how the company paper puts it: 
“You say you cannot afford to insure 
because your wife and daughters spend 
all your income. I can sympathize with 
you because I also have an extravagant 
family. But, to be serious, let me give 
you a really valuable secret. Your 
reason for not insuring is the very rea- 
son why I have taken a large policy for 
the benefit of my family. Finding that 
I could not save any of my free income, 
I secured an Equitable policy on which 
the premium is nearly $1,500 a year. 
That premium is a fixed obligation, like 
my rent, taxes, fire insurance, etc. And 
as my wife understands that I must 
meet these definite obligations she does 
not try to spend the money laid aside 
for such purposes. Thus I am able to 
lay soniething by every year to the sup- 
port of my family in the future, or im- 
mediately if I should be taken away, I 
charge nothing for this secret, but it 
will be of great practical value to you, 
if you will sign your name on this dot- 
ted line. I'll arrange the details.” 
. o - 


For the man who puts his 


Heart heart into his work and 

in Your carries out his daily tasks 

Work intelligently there are great 

rewards in_ store. The 

Bankers Life “Bulletin” believes this 
is so and tells why. It says: 


“You can make a lot of fun or you 
can have a lot of worry. You can 
make a lot of friends and have a lot 
of money in this insurance game. 
Therefore, we would advise all young 
men taking up the work to put their 
heart and soul into the game. Be just 


as original in your methods as you 
know how to be, but whatever you be, 
be honest and on the square and you 
are sure to win and you will some day 
be one of the future general agents of 
our splendid growing company. 


“I would like to impress upon your 
mind this much, that a general agency 
in the Bankers Life Company coming 
to our young men of to-day ten or fif- 
teen years hence will pay you better 
than any government job in the United 
States. I will admit that this insur- 
ance proposition for a beginner is a 
hard game to tackle. It takes some 
men two full years before they are sure 
of themselves. These young fellows 
just about get onto the honor roll each 
month, but some day they will get a 
turndown on a five thousand dollar 
application—of course, it makes them 
weak, discouraged and sick and here is 
where the general agent, if he knows 
his business, will give him help and 
encouragement to speed him on. These 
young men wonder why they do not 
make a killing some week like the big 
fellows who come trooping in with 
twenty or thirty thousand.” 

. >» * 


It is frequently the case 


Don’t that an agent makes up 
Prejudge his mind that it is in- 
Prospect advisable to see a pros- 


pect on a certain day. 
Next week, he figures, conditions will 
be more suitable. It is generally the 
case that the prospect is ready to be 
written, but the procrastinating agent 
is not on the job. This is what the 
illinois Life says: 

“A considerable number of life insur- 
ance salesmen are losing business 
these days for the simple reason that 
as they go over their list of prospects, 
actual and prospective, they are able 
to think up reasons why, just at this 
particular time, it is inadvisable to see 
them. Such agents are suffering from 
a business depression which is more 
mental than real. 

“A splendid demonstration of the 
truth of this statement was made last 
week by Special Representative J. C. 
Snow, of the La Salle Street Agency, 
who in opposition to what he consid- 
ered his best judgment, decided to call 
upon a prospect which he had devel- 
oped ‘before the war.’ 

“There are many reasons why Mr. 
Snow thought it inadvisable to call on 
this man, chief among them being his 
knowledge that the large building cor- 
poration of which he is president has 
been affected adversely by the war, and 
second, his employes have been waging 
a bad strike for many weeks. In spite, 
however, of the apparently good rea- 
sons for not doing so, Mr. Snow went 
to see his man—result: An application 
for $24,000 Ordinary Life 20-Year In- 
come plan, annual premium $889.20, 
which. has already been paid to Mr. 
Snow.” 

* ~ o 


Conditions must be 


Think moulded by the life in- 
Practical surance agent to his own 
Thoughts purposes. This is the 


gist of a strong argu- 
ment presented in “The Weekly Bulle- 
tin” of the Missouri State Life, which 
says: 

“Conditions are what you make them 
by your thoughts and actions. Think 
and act practical thoughts and reme- 
dies, and the situation, no matter how 
seemingly bad, will clear up as though 
by magic. Thought and action along 
practical lines never fail to*bring e1 
fective remedies—never fail to fruit 
bounteously. That’s the kind of psy- 
chology we can all understand, the kind 
every man can use, if he will; and, 
take our word for it, thinking and 
acting practical thoughts and remedies, 
creates an atmosphere that puts to 
rout pessimism and doubt, and set men 
upon the high plane of realization that 
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bad conditions are not real, and cannot 
be made real in the face of abundance. 
‘Think and act practical thoughts and 
remedies’ clothes a man in an invul- 
nerable armor. Conditions cannot 
bother him because he has become the 
maker of conditions and will be sure 
to mould them to his own liking. 
“Have you ever tested the power of 
thought and action when directed along 
practical lines in a remedial way? Have 
you ever tried by such a course to pull 
yourself out of ruts and quagmires? 
Have you ever pressed the spur of 
thought and action to mind and body 
until the blood flowed, determined that 
you would perform your task—that you 
would find the remedy for lack of prog- 
ress? If you’ve done none of these 
things, friend Fieldman, you have over- 
looked one of the greatest human up- 
lifters that God has vouchsafed to men.” 
7 * . 


If the policy loan is to 
Discourage be curtailed it is up to 


Policy the agent to be the mis- 
Loans sionary in this good 
cause. The Atlantic 


Life’s Bulletin brings this idea out as 
follows: 

“Every agent owes it to the Com- 
pany and to the policyholder at this 
time to discourage policy loans, as at 
all times, but peculiarly so now. No 
man should borrow upon his life in- 
surance policy except as a last resort, 
and we suspect that very few of our 
policyholders have reached the point 
where his life insurance policy 1s the 
last resort. Remember when talking 
to your policyholder that the loan will 
have to mature, that interest will have 
to be paid, that renewal premiums will 
shave to be paid, and that every inroad 
upon the loan value of the policy is 
an inroad upon his ability to continue 
the insurance in event of any future 
distress. This is no time to be ‘bor- 
rowing frora the widow’ and that is 
what the man does who borrows on 
his life insurance.” 

* 7 


Certainly the Philadelphia Life 
knows what it is talking about 
when it says that the insur- 
ance salesman must have 
tact. This is what it says: 
“The insurance salesman must be & 
man of utmost tact. Some there are so 
tactless that they assume an important 
air and in an effort to “put over a bluff” 
blurt out to a busy prospect that, “their 
time is worth as much as his.” If one 


Must 
Have 
Tact 








tried that game on me, I’d suavely sug- 
gest to him that he might feel himself 
entirely free to employ all of his time 
to its fullest value—outside of my 
office. If one goes to sell another some- 
thing, even if it be something the other 
needs but doesn’t realize his need of, 
good sense and plain decency alike re- 
quire that the solicitor subordinate his 
own immediate interests to those of his 
prospects and by unfailing courtesy 
keep the door wide open for his return 


visit. In the long run, that practice 

always wins.” 
o 7 . 

Without prospects no 

Must agent can hope to make 

Have his salt in the life insur- 

Prospects ance business. To secure 

prospects some ingenuity 

is mecessary. Don’t be afraid to 


branch out along some new line. Listen 
to what The Prudential says in this 
connection: 

“All kinds of business enterprises 
are subjected to enlargements, new 
members are admitted to firms, and 
banks are being importuned by bor- 
rowers for extended credits. Again, 
consult the daily papers, keep in touch 
with business men who know of and 
talk about these changes and prepare 
yourself well on the subject of business 
insurance. Remember that a man who 
signs your application trusts you im- 
plicitly and is about to pay your com- 
pany hundreds or thousands of dollars 
over a period of years. 


“Don’t leave that man until he has 
given you a card of introduction to 
his brother, brother-in-law, uncle, father 
or business friend, telling him that 
he has applied for insurance through 
you, for the time to get that introduc- 
tion card or letter has arrived. Don’t 
you know that an old policyholder of 
yours is more receptive to your sug- 
gestion that he increase his holdings, 
ten days before his age changes than 
ten days afterward? Record your in- 
surance in force so that a card will 
pop into your sight every time the 
age of a policyholder is about to ad- 
vance, Don’t forget that the field men 
who are securing a large percentage 
of their annual production through can- 
vassing their satisfied old policyholders 
are numerous and not infrequently do 
we see at the home office pretty good 
proof that this source of prospect-find- 
ing is numbered among the best.” 
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NEVER QUOTE PREMIUM RATES 


TALK PER CENT. WITH PROSPECT 
of 








Prudential Advises Novel Plan 
Evading Cost Idea in Mind 
of Applicant 





Really new canvassing plans are rare, 
but the idea recently presented by The 
Prudential of not directly quoting a 
premium rate to a prospect, seems to 
be a happy thought. Of course, many 
agents believe and rightly too—that 
there is little new under the sun, par- 
ticularly in life insurance arguments, 
nevertheless there are different view- 
points from which to approach the 
prospect. 

This is what the Company says: 

“Several of our big writers never 
quote a premium rate to a prospect 
when the important question of cost 
is first touched upon. To the intend- 
ing buyer, who is, say, 35 years old, and 
who is considering an amount on the 
Whole Life plan, the agent states, ‘It 
will cost a little over 2 per cent. per 
annum.’ If the same-aged prospect was 
figuring on the Twenty-Payment Life 
plan, the answer would be ‘About 3 
per cent. per annum.’ If the inquiry 
was on a Twenty-Year Endowment, 
the answer would be ‘About 4% per 
cent. yearly.’ 

“Note table carefully published on this 
page covering ages 20 to 50, on the 
three popular forms of policies. It will 
be observed that any amount on the 
Whole Life plan, under age 35, costs 
less than 2 per cent. of the amount 
insured. On the Twenty-Payment Life, 
the cost is under 3 per cent. below 
age 35, while for a Twenty-Year En- 
dowment policy the cost is below 5 per 
cent. from age 45 down. 

How Plan Works 

“Perhaps we can illustrate our point 
better by citing an imaginary case. 
Suppose, for instance, you needed $3,000 
held to your credit in order to protect 
your interests. If your banker demand- 
ed that you merely pay 2% per cent. 
interest yearly, you would be surprised 
at so liberal a deal. Your amazement 
would grow if he added, ‘In case of 
your death I will not require the re- 
turn of the principal. The entire 
amount will therefore become instant- 
ly a part of your estate.’ A comparison 
of this supposed transaction with a life 
insurance deal makes obvious the rea- 
son why the big writers, above re- 
ferred to, do not quote premium rates. 
In your canvassing, in reply to the 
usual question, ‘What will this cost?’ 
quote the per cent. of the plan applied 
for rather than the rate-book premium. 
The experiment may be worth while.” 


The following tables will prove 
useful: 
Whole Life Insurance 
Cost 
Age Per Cent. 
Nearest Per Annum 
Birthday of Sum 
Insured 
OE GE RE er EN eae ON 1.5 
Be Nina cw stain Camianvanae ‘waem aan ie 1.7 
DE chab ashe me teins Teme eee 1.9 
Ee AP Ee ght Rene at see 2.2 
ON ee ae Cer ey ae . 2.6 
Me ace awa Cua ahaa dios - ae 
OP aria eee aa wick pase Sees , we 
Wisbillipitteilantinn Life : 
Cost 
Age Per Cent. 
Nearest Per Annum 
Birthday of Sum 
Insured 
ON hae ae oo eh iriaastetc & ~<a 
_ EN Set eer -- 2.4 
Wb 6s fae ork iare ans hos ie ares ae ae al a * | 
RA rere eae 3.0 
acid conte chloe 3.3 
ESE RO ere 3.8 
MEP Wainy. cukidcien one S4tcn- watan nana’ 4.5 
Teens Year Endowment 
Cost 
Age Per Cent. 
Nearest Per Annum 
Birthday of Sum 
Insured 
ts aiehicic vasilea Gc sictaainid, Coan <achanmh aalintedin Ge 4.2 
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VICTORY ON LIFE TAX 





Penn Mutual’s Vice President Says 
Credit Belongs to Several In- 
terests for Result 





The current issue of the Penn Mutual 
Life bulletin discusses the action of 
Congress in remitting the tax first pro 
posed on new life insurance policies 
under the “war” revenue bill. Vice 
President L. K. Passmore, of the Com. 
pany believes that there is no reason to 
despair at the intelligence of law- 
makers where proper steps are taken to 
inform them as to just what situations 
will produce. Mr. Passmore said in this 
connection: 

“Looking at the recent action of the 
Congress of the United States with re- 
spect to the proposed tax on ji e insur- 
ance policies, there is no reason to 
despair of the intelligence of our law- 
makers where there is a systematic ef 
fort to enlighten them as to the nature 
and effect of a proposed tax. Indeed, 
there is reason for great encourage- 
ment to pursue a similar course with 
all legislative bodies and by concert of 
action indoctrinate the members with 
sufficient economic knowledge to under- 
stand the reasonableness and verity of 
our contention that a tax on life insur- 
ance is a tax on thrift. It may then 
with some confidence be possible to es- 
cape further burdens and gradually be 
relieved of those onerous and oppres- 
sive ones that now exist. 

“Many influences were exerted at 
Washington recently and the victory 
may not be appropriated by any. It is 
difficult, if not impossible, to name 
them in the order of their importance 
and effectiveness, and no attempt is 
made to do so. Perhaps the largest 
body in point of numbers was the 
National Association of Life Underwrit- 
ers, and it made itself felt widely 
through the wise protests that it adopt- 
ed, and to the publicity given to these 
in many congressional districts, and the 
appeals made to their representatives 
by numerous agents thus armed. 

“There next come to mind the argu- 
ments and personal discussions and 
elucidations presented by the general 
counsel and others of the Presidents’ 
Association; and it cannot be doubted 
that these were powerful factors in 
achieving the happy result; for those 
few congressmen and senators who 
originally had formed or accepted views 
consonant with ours were thus hearten- 
ed and encouraged to stay in the contro- 
versy and put forth their best efforts. 
Beyond all these, something of credit 
must be given to the management of 
many companies which through their 
officials (our own included) interviewed 
highly influential men in both branches 
of the Congress and succeeded in hav- 
ing their views accepted. After all, 
thanks are due to Congress for a nice 
sense of discrimination at a time when 
weightier, though not more just meas- 
ures were being considered.” 





WOULD INCREASE CAPITAL 
An increase in its capital stock from 
$50,000 to $100,000 and the changing of 
the company from an industrial writ- 
ing company to one writing ordinary, is 
ne by the First Texas State 
ife. 





WABASH GIVES UP GHOST 


The Wabash Life of Danville, IIl., 
will be merged with the Central States 
Life of St. Louis. The Illinois company 
was not increasing its insurance in 
force and its earnings from capital and 
surplus were insufficient to meet \the 
operating expenses. The Company 
commenced June 1, 1912. 
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METROPOLITAN LIFE INSURANCE COMPANY 
HOME OFFICE BUILDING 


METROPOLITAN LIFE 


Insurance Company 


(Incorporated by the State of New York) 
(Stock Company) 


“ap Of the People 
the Company By the People 
For the People 


The Daily Average of the Company’s 
Business during 1913 was: 
549 per day in Number of Claims Paid. 
7,895 per day in Number of Policies 
Issued and Revived. 
$1,676,339 per day in New Insurance 
Issued and Revived. 


$286,288.02 per day in Payments to 
Policyholders and Addition to Re- 
serve. 

$164,025.94 per 
Assets. 


day in Increase of 


JOHN R. HEGEMAN, President 








Southern Life 


Liabilities pesscccces 


Insurance in Force. 
Payments to Policyholders since Organization.. 


GOOD TERRITORY 


ORGANIZED 1871 


Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 


OLDEST - LARGEST - STRONGEST 
Insurance 


Issues the most liberal forms of Policies from $1,000.00 to $50,000.00 
CONDITION ON DECEMBER 31, 


Capital and Surplus : sales seeeaeenesseas 


Is Paying its Policyholders nearly.......... 


Company 


1913; 


9,746,27 
8,113,997.41 
1.632,2 


94,668.092.00 
14,138,137.61 


, $1,250,000.00 annually 
FOR LIVE AGENTS 











If you can write Ordinary and Industrial business in 
an exceptional field, under a progressive live wire 
manager, who controls five offices, all making ex- 
ceptional records, and incidentally the greenbacks, 


address (in strict confidence to you), 


Box 75, Ironton, Ohio. 








LOST WIFE AND CHILD 





Payments Made by Life Insurance Com- 
pany of Virginia Acceptable 
in Bereavement 





How a life insurance policy tided 
over a man in moderate circumstances 
and helped to supply comforts for his 
wife in her last days, is told in the 
following letter written to a superin- 
tendent of the Life Insurance Com- 
pany of Virginia by a thankful 
beneficiary: 

Dear Sir: 


This being the second claim paid in 
my family in less than six months, 1! 
feel compelled to express my appre- 
ciation of kindness shown me by your 
representatives, and thank the Com- 
pany for their promptness in settling 
claims on both my wife and child. 

My wife was taken sick only a short 
time after the death of our little girl, 
and for over three months my expenses 
were greater than my earnings. Extra 
help to wait upon my wife brought 
extra expenses, which, taken in con- 
sideration with large doctor and drug 
bills, would have buried me with debt 
had it not been for the policy of $250 


that I carried upon my wife in the Old 
Virginia. No one that has never passed 
through a similar experience can fully 
realize the great blessing that life in- 
surance is to the poor man at such &@ 
time. 

The realization that my wife was 
afflicted with an incurable disease and 
must die, was awful to contemplate, 
and had I been entirely dependent upon 
myself for this heavy expense that I 
was obliged to meet, it would have 
been impossible for me to have given 
my wife the attention that was given 
her. 

My only comfort during those dark 
and gloomy months was in the knowl- 
edge that my insurance would help me 
and make it possible for me to give 
her the additional comforts that she 
needed so badly during those last sad 
days. 

It will always be a great pleasure 
to me should the opportunity present 
itself to tell my friends what a great 
friend the Life Insurance Company of 
Virginia was to me, and prevail upon 
them to insure in it and to enjoy the 
protection which is given to each and 
every one of its vast army of policy- 
holders. Yours truly, 

JNO. W. BOOKER. 
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CLASSIFICATION OF HAZARDS AND 
LOSSES. 

With the installation on January 1 
next of the National Board of Fire Un- 
derwriters’ plan for classifying hazards 
and reporting losses, a decidedly for- 
ward step will have been taken toward 
placing the business of fire insurance 
upon a scientific basis. 

As the crude rule of thumb method 
of rate making gave place to rating 
by schedule, this latter plan in turn, 
while not being displaced will be great- 
ly improved through having as mate- 
rial upon which to name its basic 
charges, the intelligently classified ex- 
perience of all the companies of the 
country, the value of which data cannot 
be overestimated. 

In times past the limited number of 
companies that carefully classified their 
loss experience, kept such information 
as sacredly confidential, and steadfastly 
refused to supply it to competing of- 
fices, fearing that it might be used to 
their detriment. As a result schedules 
were of necessity based upon data more 
or less meager, a condition readily ap- 
preciated and admi.ted by their makers. 

The several sincere efforts to obtain 
broad experience that were made both 
in the East and West from time to 
time, were destined failures, because of 
the unwillingness of many prominent 
companies to co-operate in the move- 
ment. 

Happily this short-sighted condition 


twill end with the present year, and 
with the carrying out of the National 


Board’s comprehensive classification 
scheme rate makers hereafter will have 
at their command a wealth of data, 
which if it cannot define the exact cost 
of carrying future risks, will yet per- 
mit a far closer approximation thereof 
than has ever been possible before. 
Slowly but surely the business of fire 
uderwriting is making headway. 
VALUATION OF SECURITIES. 
The New York Insurance Department 
is right in deciding not to wait any 
longer as to selecting a date on which 
to value securities for use in annual 
statements and the date, June 30, will 
be very satisfactory to the insurance 
companies. It is some time since con- 
ditions have been such as to make 
necessary the use of values in this way, 
but owing to the fact that the stock 
exchange is closed and is not likely to 
open previous to January 1, there seems 


no other way out of the difficulty, which 
is logical. 

The scheme tried seven years ago of 
using the factor thirteen and taking an 
average of each month of the year, 
for that reason the present method 
did not produce satisfactory results and 
seemed desirable to a majority of the 
members of the committee appointea 
by the National Convention of Insur- 
ance Commissioners. 

As usual the listing of securities will 
be done at the New York office and 
the Investors Agency will fix the valu- 
ations for the completed list. This ar- 
rangement has proved a desirable one 
and has encouraged uniformity in all 
the states where there is insurance su- 
pervision, which is of distinct advan- 
tage to the various insurance com- 
panies. 

Even if the New York Stock Ex- 
change should open between now and 
January 1, the fluctuation, if any, in 
the market would not need to worry 
the companies as the valuations on De- 
cember 31 will not, in any event, now 
be used. The matter having been defi- 
nitely determined it would be impossi- 
ble for the Insurance Department to 
change its system at the last minute 
and still issue the list of securities ou 
time. 





MAY MEAN BURGLARY BREAK 





Unsettled Plate Glass Conditions Affect 
Burglary Insurance Under- 
writers Association 





A break in the Burglary Insurance 
Underwriters Association is possible 
now that the Plate Glass Underwriters 
Association is defunct and a war is 
on between the outside companies and 
the new alliance. The fact that in sev- 
eral companies the same head handles 
the plate glass as does the burglary 
departments is an element of uncer- 
tainty. 

There has been mucn dissatisfaction 
since December of last year, when the 
companies co-operated in placing in 
the residence burglary contract cer- 
tain restrictions which limited the 
recovery. 

The brokers in New York city have 
been very active in trying to arrange 
for a more wide open contract and it 
is predicted that if one company could 
be found which was willing to broaden 
its contracts the brokers’ business 
would flow to its counters. 





DEPARTMENT STORE HAZARDS. 





Buffalo Merchant Explains Them to 
Factory Commission and Gives Views 
of Sprinklers. 





A series of specific questions pro- 
pounded by the New York State Fac- 
tory Investigating Commission for the 
purpose of procuring the views of busi- 
ness men on the matter of the fire 
hazard in mercntile establishments was 
submitted recently to the business men 
of Buffalo, N. Y. Ralph C. Hudson, 
president of J. N. Adam & Co., depart- 
ment store, and spokesman for the Re- 
tail Merchants’ Association of Buffalo 
at hearings held by the Commission, 
has prepared, in co-operation with oth- 
er members of the association, answers 
to the entire series of questions, num- 
bering thirty. 

We append both the queries and the 
replies as being of great value to the 
authorities and merchants of other 
States where this extremely important 
matter may be under consideration, or 
where an investigation may be contem- 
plated. 

His conclusions follow: 

Q. What conditions constitute the 
most serious fire hazards in department 
stores?—A. The most serious defect 














[ The Human Side of Insurance 








WILLIAM E. RAMEY. 





William E. Ramey, the president of 
the new Automobile Insurance Claim 
Managers’ Association, was born in Vir- 
ginia and is a graduate of Richmond Col- 
lege. He started his career as manager 
of the Goodrich Tire and Rubber Com- 
pany in New York city. During the panic 
of 1907 he went into the mechanical end 
of the automobile business, becoming 
an expert on motors and other parts of 
the automobile. He was the first man 
to place agencies for the E. M. F. car 
in Cuba and South Africa. About this 
time'he got in touch with the Ocean, 
going to work for that company as an 
investigator, and later secured a fine 
working knowledge of all departments 
of the casualty field. 

When the Globe Indemnity Company 
was organized he was placed in charge 
of the automobile claim department, 
his territory being from coast to coast. 
Few insurance men are better known 
on “gasoline row” than is “Bill” Ramey, 
and the new association could not well 
have secured a better man as its head. 

- * s 


H. B. Zevely, vice-president of the 
American Surety Company, was ten- 
dered a luncheon at the Lawyers Club 
of New York on Tuesday, President 
Lafrentz, of the American Surety Com- 
pany, being host. Vice-President 
Zevely will leave shortly to take charge 
of the Pacific Coast underwriting de- 
partment, with headquarters at San 
Francisco. He has been connected 
with the American Surety Company 
for about twenty years, and is widely 
known as an underwriter of long ex- 
perience, especially 1s to fidelity lines. 

+ + a 


Henry W. Walker, one of the live 
wires of the Philadelphia Life who as 
adjuster has made a record for him- 
self, has recently been supplied by the 
Company with a brand new Lozier car 
to expedite his work. The October issue 
of “Plico” gives a picture of Mr. Walker 
and his automobile. In commenting on 
Mr. Walker’s ability in the renewal 
work, the Company paper says: 
“When the question of organizing a 





which can (possibly exist in a depart- 
ment store would be the lack of auto- 
matic sprinklers. The next most seri- 
ous hazard is the lack of care, cleanli- 
ness, and vigilant internal management. 

Q. What recommendations would 
you make to minimize the fire hazard 
in department stores other than those 
suggested by the foregoing questions? 
—A. Our additional recommendations 
relative to department stores include: 
In “future” constructions the installa- 
tion of automatic sprinklers should be 
obligatory. 





renewal department arose, it was 
agreed by all that Walker was the 
man for the job. He was. He proved 
it. He is proving it still. For while 
we of the Philadelphia Life call him 
adjuster, he is in fact Chief Field Officer 
of our Renewal Department. For sev- 
eral years now he has been so serving 
the Philadelphia Life. At first he 
walked. Business grew and he utilized 
the street cars. It spread and he em- 
ployed the railroads. It intensified and 
the company furnished him an auto- 
mobile. He wore it out to such good 
purpose and with such profit that the 
Philadelphia Life has now supplied 
him with the new Lozier car in which 
Plico pictures him. And is going, go- 
ing, going all the time and doing good 
wherever he goes. Doing good to his 
company whose business he is renew- 
ing in immense volume every year, 
and doing good to his clients, the com- 
pany’s policyholders, whom he is in- 
ducing to maintain the protection they 
have procured for their obligations, 
their partners, their wives and children. 
“This is just another phase of our 
Great Work, but in many respects harder 
than others, demanding a more re- 
sourceful and determined hand than 
others, a greater tactfulness and a 
more compelling persuasion than others. 
All these have met and shine in Henry 
W. Walker, native of the Kentucky 
Pennyrile District, ex-bell-hop of Louis- 
ville, lately tea and coffee salesman, 
but now adjuster for the Philadelphia 
Life.” 
. . + 
Charies O. Rice, a member of the 
$100,000 Club of the New York Life and 
formerly an agency director of the 
Washington, D. C., branch died at his 
home in Washington on Sunday, Oct. 
25. In speaking of the deceased the 
bulletin of the New York Life says: 
“Rice was a successful insurance writer 
and a man of high character. The 
heartfelt sympathy of the officials of 
the company and of the men in the 
field is extended to Mr. Rice’s family 
in their deep affliction.” 
a * 7 


William Sohmer defeated for re-elec- 
tion as comptroller for New York State, 
at Tuesday’s election, accapted the situ- 
ation philosophically, appreciating that 
hig well established local insurance 
agency in this city would produce far 
greater returns than any political office 
could pay. For years an up-town agent 
in the Metropolis, Mr. Sohmer has now 
a fire agency on William street in the 
heart of the down-town district, and 
gets liberal support from the brokers. 

* = * 


Lieutenant General Adra R. Chaffee, 
whose death occurred some days ago, 
was for a brief time following his re- 
tirement from the Uited States Army, 
president of the Occidental Life of Los 
Angeles, Cal. Although he had no 
knowledge of insurance matters, Gen. 
Chaffee was a man of fine integrity 
and his connection with the Occidental 
Life was a big advertisement for that 
company. 

* * ao 


P. St. George Cooke, auditor of the 
Life Insurance Company of Virginia, 
married in St. Pauls Rpiscopal Church 
in Richmond, on Wednesday afternoon, 
Mrs. Louise McAdams Withers. The 
contracting parties are prominent in 
Richmond. Mr. Cooke’s many friends 
in the life insurance business, with 
which he has been connected for over 
twenty-three years, are pleased to wel- 
come him into the honored order otf 
benedicts. 

s . © 


David Rumsey, O. B. Ryon and 
Charlies E. Sheldon are among the un- 
derwriters who will attend the meeting 
of the Missouri Insurance Commission 
at Excelsior Springs on Saturday. 
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| Fire Insurance Department 





IS NOT A FACTIONAL BODY 


REPRESENTS ALL 





FEDERATION 





Officers of Fire Insurance Companies 
As Eligible to Membership As 
Are Agents 





- Officers of the Insurance Federation 
of the State of New York expressed 
surprise when they learned that certain 
fire companies have instructed special 
agents to oppose the federation, believ- 
ing it inadvisable for the insurance fra- 
ternity to be organized in one body, in- 
cluding clerks, stenographers, and book- 
keepers. One argument against the 
federation used by its opponents is 
that it might be used by one faction of 
the insurance business to secure conces- 
sions from another faction. 

President N. E. Turgeon, who will be 
in New York next week, and other 
officers of the federation say that offi- 
cers of insurance companies are as 
eligible to membership in the federa- 
tion as are any other insurance men 
and they cannot see why the federation 
should be regarded as anything but a 
movement that will be representative, 
of the insurance community, and not 
reflecting the views of any one insur- 
ance interest. They deny that the fed- 
eration is a political organization. 

Aims of Federation 

One of the officers briefly expressed 
the aims of the federation to be as 
follows: 

1. The insurance federation as at 
present constituted is not in any way 
the medium of any faction of the in- 
surance business to compel concessions 
from any other faction. 

2. It igs not organized to hold a club 
over legislators. 

3. Its sole purpose in its present 
state is to promote the general welfare 
of the vast insurance interests of the 
country. 

4. It is a growing movement that 
nothing can stop. 





SUMMER HOTEL FIRES 





Underwriters Concerned Over the 
Number Reported From the 


Empire State 





Two recent summer hotel fires in 
New York State have accentuated to 
managing underwriters the need for 
careful scrutiny of this class of risks, 
the losses upon which have been un- 
usually severe during the present year. 

The hotel season as a whole has 
been a poor one in the Eastern resorts, 
and this condition has not improved 
of late, nor is it at all likely too while 
the general business depression exists. 

Within the week the Sheldrake 
Springs Hotel, better known as the 
Cayaga Lake Hotel, of Interlaken, the 
largest house of its kind in Cen- 
tral New York, and the Leland House 
of Schroon Lake were completely de 
stroyed by fire. The loss of the former 
property is placed at $100,000, its cost 
originally having greatly exceeded 
that sum. 





INTERESTING TEST CASE. 





New York Fire Department Wants Ex- 
penses for Putting Out an Un- 
necessary Fire. 





Underwriters are awaiting the result 
of a suit brought against a New York 
concern for the expense of the fire de- 
partment in putting out a fire caused 
by failure to comply with the require 
ments of the fire department in the 
matter of certain fire prevention equip- 
ment. A demurrer was interposed at 
a Special Term, the demurrer sustained 
and the matter is now on appeal at the 
Appellate Division. 





THE ELECTIONS. 





Movement Toward Conservatism—The 
Defeat of Mr. Glynn in New 
York State. 





The election returns indicate that for 
the time being the people are tired of 
radical legislation, believing that 
continuous pounding of the corpora- 
tions is not the way to lighten business 
depression. The tendency toward so- 
cialism has received a check, while the 
passing of the Progressive party is in 
itself a blow to so-called “advanced 
political thinkers.” 

Probably, the most interesting fea- 
ture of the election to insurance men 
is the defeat of the state insurance 
amendments in Wisconsin. 

In New York State it is significant 
that Governor Glynn made his strong- 
est bid for re-election on his share in 
putting the workmen’s compensation 
law on the books. For political rea- 
sons no serious criticism of the law was 
made, although it is a bad one in some 
features, and the Governor was permit- 
ted to play as strong a political hand 
as he desired in regard to the act. He 
was decisively defeated. 

Another sign of a change in the poli- 
tical complexion is the return to Con- 
gress of some of the old “reaction- 
aries.” 


BALTIMORE NEXT 





General Conditions at Monumental City 
Not Satisfactory to Managaing 
Underwriters 





Having finally launched a company 
association at Washington, D. C., man- 
aging underwriters may next turn their 
attention to Baltimore, where general 
conditions are far from being ideal. 
While companies pay all expenses inci- 
dent to the work of the Baltimore 
board they have no voice in the direc- 
tion of its affairs, membership in the or- 
ganization being restricted toits agents. 
This condition has long been unsatis- 
factory, and managers feel that if the 
Baltimore board were a company in- 
stead of an agency organization many 
reforms now seemingly impossible of 
accomplishment, could readily be 
trought about. 

With Washington an open spot, un- 
derwriters were reluctant to take uD 
the revision of affairs at the Monu- 
mental City, but this excuse no longer 
obtains, and the probabilities are that 
Baltimore wll have early and careful 
attention. 





ANNUAL MEETING CALLED 





Philadelphia Fire Underwriters Asso- 
ciation to Consider Constitutional 
Amendment 





In addition to the election of officers 
for the new year, members of the 
Philadelphia Fire Underwriters Asso- 
ciation at their annual meeting on the 
11th inst. will consider an amendment 
to the constitution. It is planned in 
future to elect a president and two 
vice-presidents, who shall be ex-officio 
members of the executive committee. 
The executive committee shall elect 
‘ts chairman, vice-chairman, treasurer 
and secretary. 

The Philadelphia Association is a 
company organization though managers 
rarely attend other than the annual 
meetings, delegating proxies to their 
local agents at the monthly gatherings. 





A dinner to managers and assistant 
managers was given by the Cook Coun- 
ty Field Club, Cheago, a few days ago. 
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GERMAN FIGURES FOR 1913 





Record of Premiums Received by 
British Companies in the Empire 
Last Year 





From official returns lately issued by 
the German Government it develops 
that the British fire insurance com- 
panies operating in the Empire received 
close to $5,000,000 in premiums during 
the past year. 

The gross returns of the individual 
companies is here noted: 


Alliance Assurance .......... $ 90,561 
Atase ASBUFERCE ..ccccccccccce 46,613 
Commercial Union .......... 856,974 


Liverpool & London & Globe 459,244 


North British & M. .......... 1,562,502 
Northern Assurance ......... 239,858 
RE rrr Te 414,431 
Pe A. in hit win we 0 95,060 
London & Lancashire ........ 417,652 
DE a daw bwenieewe che 625,025 
Royal Exchange .......... 27,428 
ek Gt BEE ova cangasawes 77,294 
EE |. Gaeewdicbdsuacdnems 285,960 


Either by reinsurance or disposal of 
their subsidiary companies to Germany 
institutions all of the British offices 
have virtually ceased operations in the 
German Empire. 


THREE NEW MEMBERS 





Royal Fire, Preferred Accident and 
General Motor Join Auto Claim 
Association 





The new Automobile Insurance Claim 
Managers’ Association is making rapid 
progress, and at a meeting this week 
constitution and by-laws were adopted. 
There is a general feeling on the street 
that the new association will do much 
to reduce the loss ratio by keeping tab 
on crooks who have been filching the 
companies. 

Three new members joined this week: 
David Stewart, of the Preferred Acci- 














dent; F. H. Harley, of the Royal Fire; 
and Robert Wilmerding, of the General 
Motor. 





LEAVES NEW ENGLAND EXCHANGE 





Shays Resignation of Girard Fire— 
Dissatisfied With Massachusetts 
Rates and Rules 





Dissatisfied with the insurance rates 
and rules in Massachusetts the Girard 
Fire and Marine has resigned from 
the New England Insurance Exchange 
For some time President Henry M. 
Gratz has been dissatisfied, and when 
the new term rules were promulgated 
he decided that the Girard should pull 
out. 

In a letter to Secretary C. M. God- 
dard, of the Exchange, Mr. Gratz said 
that the rates and rules of the Ex- 
change were inimical to company mem- 
bers and makes a profit in the field 
impossible. He cannot understand why 
Massachusetts rates should be so low 
when the loss ratio is in excess of that 
in others parts of the country where 
rates are higher. 





ANXIETY AT NORTH TONAWANDA 


Lumber dealers and merchants gen- 
erally at North Tonawanda, N. Y., are 
greatly exercised over the number of 
supposed incendiary fires in their city, 
and have doubled the usual number of 
watchmen at their respective proper- 


ties. Rewards aggregating $600 have 
been offered for the arrest and convic- 
tion of the offenders, and the police 
have redoubled their activity in con- 


sequence. 





“THE ZEPPELIN PERIL” 
Besides assuming the risk of property 
loss because of the “Zeppelin peril” 
London Lloyds is issuing personal acct- 
dent policies on the same account. The 
premium charged for the latter hazard 
is 1s. 6d. per cent. 
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RATE-MAKING REGULATION 


LAWS PROPOSED FOR WISCONSIN 








Commissioner Ekern Would Compel All 
Companies to Co-operate in As- 
certaining Hazards 





Commissioner of Insurance Ekern 
of Wisconsin, who has devoted a great 
deal of time to the question of fire in- 
surance rate-making, has prepared a 
series of bills for the regulation of the 
practice, which he proposes offering at 
the next session of the Legislation in 
his State. 

The measures, six in all, together 
with explanatory notes upon each, have 
been printed in pamphlet form, copies 
thereof being sent to managing under- 
writers, from whom frank criticisms 
are invited by the commissioner. 

Conceding the premise that the ex- 
pense involved in individual company 
rate-making makes such a course Ppro- 
hibitive. Mr. Ekern would compel all 
offices to combine in ascertaining 
hazards, apportioning the cost of such 
service to companies in proportion to 
their gross premium incomes in the 
State during the preceding year. 

Discrimination in the rate charged 
risks of essentially the same hazard 
would be prohibited, as would also any 
agreement “with regard to the time any 
rate shall remain in effect, or that the 
whole or any part of any insurance shall 
be written or placed with any particu- 
lar company, insurer, agent, or any 
group of companies, insurers or agents.” 

To insure proper inspection the com- 
missioner would require that written 
surveys be made of all risks speciffically 
rated, and a copy of such survey be 
given the assured, so that he may know 
the reason for each particular charge, 
and how defects may be corrected. 

Mr. Ekern would require the State 
to conduct an examination of the rat- 
ing organizations at least once every 
three years, with the privilege of doing 
so at any time the commissioner saw 
fit, the expense of such examination 
always being borne by the rating asso- 
ciation. 

While not binding companies to 
charge the rates made by the bureau 
the commissioner would permit varia- 
tions from its figures “only by a flat 
percentage, up or down, from all rates 
or from rates on a specified class.” 

While granting the insurance commis 
sioner the right to review the workings 
of rating organizations, Mr. Ekern 
concedes the privilege of appeal without 
prejudice to any court of competent jur- 
isdiction in Wisconsin. 

Frankly stating that to a considerable 
degree the proposed laws are based 
upon statutes now in operation in other 
States, Commissioner Ekern holds 
that through effective co-operation not 
only would the insurance companies be 
able to make rates more effectively and 
at lower cost than is now possible, but 
such effort would conduce to a reduc- 
tion in the annual loss record. 





SOME FACTS ABOUT LIGHTNING 
“Lightning under certain conditions 
can start a fire in a building and not 
be within a half mile of the building, 
said West Dodd, inventor of the Dodd 
system of Lightning Protection before 
the Fire Insurance Club of Chicago. 

“This is due to electro-static sparks 
between metals, within the electrified 
earth area at the moment of the dis- 
tant lightning flash. 

“If a metallic pipe or wire which is 
connected with the earth comes within 
a fourth of an inch from a fair-sized 
piece of metal that is insulated from 
the earth then when the lightning 
flash takes place somewhere else with- 
in this electrified field, a spark will 
pass between these metals, and if 
something very combustible was sur- 
rounding that spark, we would haye a 
fire. A thing like this could happen 
in a@ wooden barn where there is baled 
hay and it does happen very frequently 











and occasionally starts a fire and a 
lightning rod could not prevent it un- 
less the electric engineer fully under- 
stood the situation. 

“If however, the barn had metallic 
sides and root, no electro-static spark 
could take place within that barn 
under any possible conditions because 
all electro-static charges are repelled 
to the outer surface of metals and all 
within are neutral. 

“That will explain why no one ever 
received a shock from lightning with- 
in a railway car, for the car is a 
metallic cage. 

“That also will explain why such 
buildings as the Insurance Exchange 
of Chicago and all other metallic 
framed buildings are immune from light- 
ning shocks within, They are a metal 
cage.” 





AMERICAN UNION FIRE 





Receiver of Ill-Fated Philadelphia Com- 
pany Issues His Initial 
Report 





Creditors of the ill-fated American 
Union Fire, of Philadelphia, will find 
little comfort in the initial report of 
its affairs issued a few days ago by 
Receiver Thomas B, Donaldson. 

Although he assumed charge of the 
Company in February, 1913, Mr. Don- 
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aldson is not yet ready ‘to announce 
complete findings or partial findings, 
but within a few months * * * we 
possibly shall be able to show what 
became of the capital and surplus of 
the corporation.” 

Return Premium Claims 

Return premium accounts form an 
important feature of the total claims 
filed against the American Union Fire. 
Concerning these Receiver Donaldson 
says: 

“The majority of return premium 
claims are from agents who lifted the 
policies from the assured, or from 
brokers and either repaid unearned 
premiums—which latter we know to 
be the case in comparatively few in- 
stances—or substituted policies in sol- 
vent corporations. Again, others re- 
insured and did not collect any or all 
of the policies. Claims have reached 
us in duplicate and iripligate in many 
cases, to extent of more than $100,000. 
By excessive care and hard work we 
have culled out these double or triple 
claims. Often return premiums are 
demanded whereas the original pre- 
miums were never paid. Some agents 
have gone to extreme lengths to pre- 
sent all cancellations as if from in- 
dividuals, to avoid deduction of un- 
earned commissions. We protest 
against this. Moreover, we intend, be- 
fore final distribution is made, to 
charge against any agent who may be 
owed moneys by the estate the un- 
earned commissions due on cancella- 
tions sent in through various channels, 
either with or without his knowledge.’ 

As to the reason for the Company’s 
failure, Mr. Donaldson attributes it 
mainly to lack of proper experience , 
by President J. F. Stone, though frank- 
ly stating that “none worked more 
zealously” in its behalf than he, and 
that he was uninfluenced at any time 
by personal motives of greed or avarice. 





WATCHING APPEARANCES 


“In all cases of partial loss, the room 
or rooms and property should be care- 
fully cared for and cleaned,” says the 
Fireman’s Fund Record. “The looks 
of things makes a stronger impression 
on the eye than any amount of argu- 
ment or explanation can on the brain, 
As an illustration of this fact we know 
that a few strokes of a pen or pencil 
will make a diagram that will convey 
a better idea of a building to the mind 
than a page of description can. 

“The loss on pianos, sewing-machines 
or other property purchased on the 
lease instalment plan is limited to the 
amount paid by the claimant thereon, 
the balance of the loss on such article 
is borne by the seller.” 


“ The Leading Fire Insurance Company of 
America” 
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NEW JERSEY NOTES 


TALKS OF CHURCH FIRE 


MUELLER ON FIRE DEPARTMENT 














Jersey City Agent Says Fire Fighters 
Did Good Work—Loss 
50 Per Cent 





John E. Mueller, who placed the in- 
surance on the St. John’s P. E. Church, 
which burned in Jersey City, has been 
appointed chairman of the loss com- 
mittee of church trustees. The insur- 
ance on the church was $98,000; on 
contents, $15,900; on organ, $6,200. 
The organ is totally destroyed; the 
roof of the building is gone and Mr. 
Mueller estimates a total loss of about 
50 per cent. 

In commenting upon the work of the 
fire department Mr. Mueller said: 

“I arrived at the fire at 6:35 a. m. 
At that time part ot the fire depart- 
ment had responded to the alarm. 1} 
found a number of streams doing ex- 
cellent work. The whole roof was 
ablaze when the department reached 
the scene. The fire had got a good 
headway, too, between the flooring. 
There seemed to be plenty of water; 
at least I stepped into it up to my 
ankles. While standing outside of the 
building I noticed a new hose which 
for a minute or two did not seem to 
work satisfactorily, but that was all 
(the stream), after a short time being 
satisfactory. As I placed the insurance 
I think I would have noted any in- 
efficiency of the fire department, if any 
one did, but I saw nothing to criticise. 

“How the fire originated is not 
known. Mechanics had been putting 
in a new pumping apparatus for the 
organ, and they may have ieft greasy 
rags which ignited spontaneously. It 
had been the intention of the church 
to instal an electric motor, but this 
had not been done, so the fire did not 
originate from electrical defects.” 





FIFTY JOIN LEAGUE 





Newark’s Insurance Educational Insti- 
tute is Growing Rapidly—To 


Have Courses 





Newark is an insurance center of 
such importance that it is only natural 
the Insurance League of Newark should 
have a rapid growth and be a popular 
institution. Fifty new members have 
joined. 

The members include representa- 
tives of the four fire insurance com- 
panies which have their home offices 
there; the Commercial Casualty Com- 
pany; the New Jersey Rating Office, 
agents, brokers and others. 

The league is now so large and the 
interest in it so keen that it will ex- 
tend its scope and the courses of the 
Insurance Institute will probably be 
established. President J. G. Maconachy 
said that the League will seek per- 
Manent quarters soon. It has been 
meeting in the rooms of the Newark 
Fire Insurance Company. 





G. E. BELL SUES POLICE 

George E. Bell, a Montclair and 
Newark insurance broker, who was 
arrested in connection with some Lloyds 
insurance transactions, the complaints 
against him later being dismissed, has 
sued the four police commissioners of 
Newark for $20,000, because his picture, 
taken at the time of his arrest, re- 
mained in the rogue’s gallery. 
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LOST LINES IN JERSEY CITY 





Millions of Insurance Taken Away 
From Local Agents in Past 
Five Years 





Several Jersey City fire insurance 
men at lunch on Monday were discuss- 
ing the drop in Hudson County pre- 
mium receipts over tive years ago, and 
comparing notes. It was discovered 


that the following lines in that time’ 


have been lost to local agents, the 
amounts given being an estimate ot 
the approximate insurance: 

Dixon Crucible Co., $1,000,000, gone 
to Factory Imsurance Association; Col- 
gate & Co., soap and perfume, $1,500, 
v00, captured by mutuals; American 
Lead Pencil Company, F. I. A., $750,000; 
R. Neumann & Co., Hoboken, leather 
manufacturers, F. I. A.; Grove Straw- 
hat Works, Hoboken, $160,000; Franco- 
American Food Co., Jersey City, F. 
Il. A., $600,000; P. Lorillard & Co., 
Marion, tobacco, mutuals and F. I, A.; 
Manhattan Supply Co., $400,000, mu- 
tuals; Mutual Chemical Company, 
2300,000, mutuals. 

Few of the large lines are left the Jer- 
sey city agents, and in addition to their 
other troubles they are confronted 


with the multiple agency question in 
its worst form. The executive com- 
mittee of the Underwriters Association 
of Hudson County held a meeting on 
Friday of last week and discussed the 
situation again. It hopes to get some 
relief from the Eastern Union. The 
stumbling block in clearing up the 
agency situation is the underwriters 
question. 





FRANK TAYLOR’S HOUSE BURNS 





Country Estate Scene of Clambake At- 
tended By Many Fire Insur- 
ance Men 





Friends of Frank M. Taylor, special 
agent of the Hartford in New Jersey, 
and local agent at Hackensack, are ex- 
pressing their sympathy over the burn- 
ing of his beautiful country home at 
Pompton Plains, N. J. A railroad runs 
by the back of this estate, and sparks 
from a passing locomotive set the leaves 
on fire. 

Nearly all the special agents in New 
Jersey and some of the companies 
know Col. Taylor’s house, having been 
his guests there at the unique clam- 
bakes given to his field associates every 
year or so. At the last clambake 
Governor Fielder on whose staff is Col. 
Taylor, was guest of honor. 


SUMMIT RATES 





Board of Trade to Hear an Analysis 
on Ramsay Act’s 
Operations 





The Board of Trade of Summit N. J., 
on Tuesday night, November 10, will 
be addressed by Atlee Brown, of the 
rating office. This will be the most 
important speech that Mr. Brown has 
yet made, and will be a thorough and 
interesting analysis of the Ramsay act, 
showing just what it has done for the 
public. Summit is to be re-rated. 





SCHOOL BUSINESS 
The lower rates on school buildings 
have caused several unique situations 
in the smaller New Jersey cities. In 
Union Hill, several brokers have found 
that they would be losing money by 
rewriting business that is cancelled 

and offered at the new rates. 





APPLEBY LOSES 

Frank T. Appleby, of Asbury Park. 
one of the best known local agents in 
New Jersey, and also a prominent 
figure in public life there, was defeated 
for the State Senate at the Tuesday 
election. He ran on the Republican 
ticket. 





L.& L. & G, Leads 





Newark Premiums for First Six Months 
of 1914—Reported by Salvage 
Corps 

Companies having a volume of New- 
ark premiums in excess of $10,000 for 
the first six months of 1914 are given 
below. The premium volume of the 
city dropped $45,000, under the six pre- 
ceding months. 

Liverpoo] & London & Globe....$46,973 


German-American .............. 40,416 
a EEO ea ee ee 35,383 
American of Newark ........... 35,174 
Firemens of N. J. .............. 33,4796 
PE 90s 600545 56 \.0o 05500005 ee 
SRS penny Tm re 28,482 
a due vn Kiko nS os cies wk 22,743 
Re aS See le wes ce Okie 21,674 
Phoenix (Eng.) ...... 18,328 
rad acl isda oa a Sere & das. a ars 20,011 
ES ee 19,418 
SER Rr sineidac secaw nen wekius 19,055 
Globe & Rutgers ..............- 18,983 
RE ee ea 15,803 
DE ev ednae se taiaaivnelscuwns ae 13,468 
Northern, of London ........00- 13,972 
EE esac o-ccadahe se enaee 12,919 


New York Underwriters’ Agency 


PE Ns dd sh ow ob wane aes 1,273 
merece Mest. & Mere, ...ccccaces 11,273 
POGUES, LGMEOR coccscccssevece 10,830 
Insurance Co., N. A. .......++-+ 10,838 
New Hampahire .......cccccces 10,778 


TO MEET IN NOVEMBER 





Rent and Use and Occupancy Commit- 
tee of the Middle Department 
Association 





At the recent meeting of the Un- 
derwriters’ Association of the Midd 
Department it was announced that the 
committee on use and occupancy and 
rent insurance will meet early in No- 
vember, to further consider the subject. 

At the association’s meeting a spe- 
cial committee was appointed to draft 
resolutions concerning the late Captain 
Mitchell, vice-president of the Phoenix 
of Hartford, who was one of the charter 

embers of the Underwriters’ Associa- 
tion of the Middle Department. 





REDUCTION PLANT BURNS 

Fire caused a loss, estimated at $25,- 
000, in the factory of the American Re 
duction Company, in Kearny, N. J., this 
week. Lack of fire hydrants made the 
department helpless. The Company ex- 
tracted oils from garbage and animal 
fat collected in Newark. Because of 
odors the plant is said to have been 
obectionable to its neighbors. 





BRYANT SUCCEEDS QUIGLEY 

W. H. Bryant has been appointed 
district secretary of the Underwriters 
Association of New York State, suc- 
ceding W. B. Quigley, who has been 
made special agent of the London As 
surance. Mr. Bryant has been with 
the Syracuse office of the association. 





ELMIRA RATES 

Stories printed in Elmira daily papers 
to the effect that rates are to be gen- 
erally raised in that city are not cor- 
rect. The Underwriters Association of 
New York State has several men work- 
ing in Elmira, but none of the returns 
have yet come to the Syracuse head- 
Cuarters. 








For The Protection Of Its 
Policy Holders 


THE HANOVER 


Fire Insurance Company 























HAS A 
Cash Capital . - $1,000,000.00 
Cash Assets - - 4,743,233.00 
Cash Surplus to Policy 
Holders - . - 1,741,305.00 


The real strength of an insurance company is in 
the conservatism of its management, and the man- 
agement of THE HANOVER is an absolute as- 
surance of the security of its policy. 


R. EMORY WARFIELD - 





President 
JOSEPH McCORD .- Vice-Pres. & Sec’y 
WILLIAM MORRISON - Asst. Sec’y 
JAMES W.HOWIE - - Gen. Agent 





HOME OFFICE: 
Hanover Bidg., 34 Pine St. 


NEW YORK 
































GERMANIA 
FIRE INSURANCE COMPANY 


NEW YORK. 


ORGANIZED 1859. 


Statement, January 1, 1914. 


Cash Capital ....... $1,000,000.00 
eer 7,260,197.27 
Net Surplus ........ 2,596,266-99 
Surplus for Policy 

Holders ......... 3,596,266.99 





HEAD OFFICE 
Cor. William & Cedar Streets 






















QUEEN 


ims. Cc. of America 
vew vor 



























TWO HUNDRED AND FIFTH YEAR 


SUN 


INSURANCE OFFICE OF LONDON 


FOUNDED 1710 








UNITED STATES BRANCH: 

54 Pine Street - New York 
WESTERN DEPARTMENT: 

76 WEST MONROE ST., CHICAGO. 
PACIFIC DEPARTMENT: 


N. W. Cor. Sansome & Sacramento Sts. 
San Francisco, Cal. 











The North River 


Insurance Co. of New York 
INCORPORATED 1822 





Total Assets of all Companies Repre- 
sented by this Office December 31, 1912 









Crum & Forster 
NEW YORK { 


GENERAL AGENTS 


$14,249,072.19 

















14 





THE EASTERN 





UNDERWRITER 








November 6, 1914. 




















BROKERS ACTIVITIES 











SPECIALS SEE POWDER PLANT 





Asked to Write Large Lines by Gilpin, 
Van Trump & Montgomery, 
Wilmington 

Gilpin, Van Trump & Montgomery, 
of Wilmington, Del., have been asked 
to write considerable insurance on the 
powder plants of the Du Pont com- 
panies. A couple of years ago they 
insured a Du Pont plant at Parlin 
Middlesex County, the line being ap- 
proximately $1,000,000. They have now 
been asked to insure the Du Pont 
plants at Haskell, Passaic County, and 
Carney’s Point, Gloucester County. 

Recently, Gilpin, Van Trump & Mont- 
gomery asked a number of special 
agents to make the trip to the Haskell 
plant and inspect it. The specials 
went in a body and the trip was un- 
usually interesting. One of the spe- 
cials said that the plant is in excel- 
lent condition. Some of the buildings 
are sprinklered, and the prominent 
feature noted is “good housekeeping.” 

A similar trip will be taken to the 
Carney’s Point plant. It is understood 
that the Haskell line will be $2,000,000. 

ees 


Surplus Line News 

The war has resulted in several 
changes in surplus line conditions, ac- 
cording to Best. 

E. E. Hall & Co. recently wrote to 
all policyholders of the Austrian Ele- 
mentar of Vienna recommending the 
cancellation of existing policies. 

The Welsh Insurance Company of 
Cardiff, Wales, has ceased underwriting 
here. 

Fred S. James & Co. have resigned 
as United States correspondent of the 
General of London, also of the British 
Crown Assurance Corporation. 

Marsh & McLellan have arranged 
with the home office of the Excess In- 
surance Company to deposit with Marsh 
& McLellan as trustees $200,000 in 
securities to use as guarantee for Amer- 
ican policyholders. 

Moore, Case, Lyman & Hubbard, of 


IMMENSE AREAS~ 





Constitute a Serious Hazard in a Col- 
lege Building—Columbia Fire 
Conclusions. 





The report on the fire at Columbia 
University, made by the New York 
Board of Fire Underwriters, has been 
issued, the conclusions being as fol- 
lows: 

“The combustible first story with its 
immense area ( 48,900 square feet) and 
its miscellaneous occupancy constituted 
a fire hazard, the seriousness of which 
was not realized. Such construction 
should not be superimposed on what is 
a very fair type of fireproof building. 

“All shafts passing through the floors 


of a building are a dangerous feature, . 


on account of their tendency to spread 
fire. Shafts which are open or enclosed 
in wooden lath and plaster on one or 
more floors are particularly objection- 
able. The best of fire resistive con- 
struction should be provided to protect 
these floor openings. 

“A watchman service, in which rounds 
are made at such infrequent intervals 
as four hours apart, is of little value. 
The fact that offices may or may not be 
occupied until a late hour should not 
be made an. excuse for starting the 
watchman’s rounds at a late hour. Such 
occupancy rather increases than dimin- 
ishes the hazard. Watchman’s rounds 
should not be less frequent than hour- 
ly, preferably oftener. (This is the 
second serious fire in Manhattan in 
two weeks which gained considerable 
headway before being discovered by a 
watchman making rounds at periods of 
two hours or greater.) 

“The automatic sprinkler equipment 
the receiving and shipping room 


in 


Chicago, have discontinued writing for 
the Excess Insurance Company. 
Weed & Kennedy are not accepting 
new business for the General of Trieste 
or the Austrian Elementar because of 
disturbed European conditions. 
+ © * 
Get Country Estate 
The W. W. Fuller dwelling schedule 
in Briarcliff Manor, New York, & 
$500,000 line, has been captured by 
Fox & Pier, 37 Liberty street. It is 
understood that the brokers are at- 
tempting to place the insurance in four 
policies, and the result will be awaited 
with interest in view of the experi- 
ence on country estates during the 
past year. 
a oe . 
Manhattan Hotel 
Several changes in New York hotel 
lines have taken place on the street. 
The Manhattan was secured by John 
C. Paige & Co. some time ago. 
* - * 
Bonus for Brokers 
One of the general agents for a cas- 
ualty company is offering $10 in gold 
to each broker writing and paying for 
not less than twelve travel indemnity 
poliices, the annual premium on each 
being $5. A bonus of $10 is also of- 
fered to each broker writing and paying 
for not less than $100 in new accident 
premiums. 
* * * 
Atlantic City 
One of the most famous inspectors 
in the country has just finished a visit 
to Atlantic City. His report will be 
awaited with interest. 
~ * - 
Extra-Territorial Ruling 
The rulings of the New York Work- 
men’s Compensation that the New 
York act is extra-territorial is being 
aggressively used by brokers in going 


after business. 
oe * 


Milton Levy in Accident 

In order to avoid running down a 
group of school] children, Milton Levy, 
a broker of 105 William street, ran his 
car into a subway kiosk on election 
day, smashing the car and injuring him- 
self painfully. The car struck one of 
the children, causing mortal injuries. 


showed its worth in extinguishing the 


fire at that point and proved the wis- 
dom of eequipping portions of fireproof 
buildings containing combustible con- 


tents with such protection.” 


SUN FIRE INCREASES RESERVES 

From the now available home office 
figures of the Sun Insurance office of 
London, it is disclosed that during 1913 
the Company made a trade profit of 
$610,000. For the protection of its fire 
business the Sun has funds of $10,643,- 
075, or 135 per cent. of the year’s pre- 
mium income. 


WITH FIRST NATIONAL FIRE 
The First National Fire, of Washing- 


ton, D. C., has appointed Howard S. 
Coeyman its home office special agent. 


ALL COMPANIES TO 
FURNISH EXPERIENCE 





(Continued from page 1) 

The A. B. C. committee has written 
a letter to every member of the Na- 
tional Board asking if they have any 
suggestions to offer. Letters received 
this week express entire confidence and 
approval of the work. 

Every fire insurance carrier in the 
country, whether a member of a tariff 
association or not, and including 
mutuals, reciprocals, individual under- 
writers and Lloyds, will be asked to 
join in the movement, one of the most 
momentous and important in the his- 
tery of fire insurance. The probability 
is that the insurance commissioners 
will compel all companies to contribute 
their experience. For sometime there 
has not been any doubt of the power 
of the insurance departments in this 
respect. When Mr. Emmet was super- 
intendent of the New York department 
he asked for a loss classification and 
could have insisted upon its being fur- 
nished. At that time, however, he 
made no progress because the compa- 
nies did not have the necessary classi- 
fication figures required. At the pres- 
ent time there are numerous companies 
which have not kept classification of 
any kind. The demand of Commissioner 
Hardison, of Massachusetts, for loss 
data on congested districts which in- 
formation has been furnished him also 
shows the power that the States have 
in getting this information. 

What Bureau Will Do. 

The report of the executive commit- 
tee of the National Board, adopted at 
the board’s meeting last week, gives 
some of the details of the new Actuarial 
Bureau. Part of the work of the 
bureau shall be: 

“a. To compile a record of all fire 
losses upon property in the United 
States as reported by its members to 
the bureau upon the standard blanks 
hereby adopted, with information re- 
garding location, character of property, 
values, insurance, origin of fire, etc. 

“b. To investigate the fire dangers 
to which each class of property is sub- 
ject and to develop thorough and 
scientific information concerning the 
causes of fire and their prevention. 

“c. To make and maintain an alpha- 
betical index of all loss claimants as 
reported by the companies, with the 
fire record of each, such information 
to be for the benefit of the subscrib- 
ers to the bureau. 

“d. To furnish annually to each 
State or other lawful authorities that 
shall require reports of losses, a com- 
plete record of iosses therein, for each 
fiscal year and in addition thereto, im- 
mediate advices to the proper authority 
in such States concerning losses that 
require the investigation of the fire 
marshal. Such annual reports taking 
the place of all specific loss reports 
new or hereafter legally required. 

“Fifth—That the entire affairs of the 
bureau shall be under the charge of a 
standing committee to be known as the 





Actuarial Bureau Committee, the acts 
of such committee being subject—as 
with other standing committees of the 
board—to the supervision of the execu- 
tive committee. 

“Sixth—That the expenses of the 
bureau shall be met by an assessment 
upon the companies subscribing to its 
support and as a temporary measure 
be based upon the gross premiums— 
it being meant by ‘gross premiums’ the 
premiums as shown in the policies, 
less only cancellations; and the assess- 
ment to cover expenses until the next 
annual meeting in May, 1915, shall be 
at the rate of 1-50 of 1 per cent. pay- 
able upon demand, the permanent 
basis of future assessments to be 
determined by the Actuarial Bureau 
Committee subject to the supervision 
of the executive committee. 

“Seventh—That upon due applica- 
tion to the Actuarial Bureau Commit- 
tee, any company not now a member 
of the board and whether eligible for 
full membership or not, may become 
a subscriber to the Actuarial Bureau 
without participating in the other 
functions of the board, provided such 
company contributes to the expenses 
of the bureau the same percentage of 
assessment or assessments from the 
commencement of the bureau work as 
have been levied upon the subscribers.” 





SUCCEED DAN B. HARRIS 





Jerome and Brown Appointed Southern 
Managers for Four Com- 
panies 





As was confidently expected would 
be the case Charles M. Jerome and 
Dowdell Brown, have been named to 
succeed Dan B. Harris, of Atlanta, as 
managers for the Southern Department 
of the Aachen & Munich, Camden, 
Providence-Washington and the Se- 
curity Insurance companies. Mr. Har- 
ris resigned to accept the Southern 
management of the Insurance Company 
of North America, the Alliance, and 
the Philadelphia Underwriters some 
weeks ago. 





A CREDITABLE PRODUCTION 

Those responsible for the issuance of 
the attractive booklet entitled “Our 
Home,” and descriptive of the head 
offices of the Austin, Commonwealth, 
and the International Fire Insurance 
companies of Dallas, Texas, are en- 
titled to a high measure of praise. The 
work, both text and illustrative, is un- 
usually well done, and supplies addi- 
tional evidence if such were needed, 
that the management of the companies 
named, is a thoroughly progressive one. 
George W. Jalonie is president of the 
Austin; I. Jalonic, holds a like office 
with the Commonwealth while W. H. 
Eddleman is president of the Interna- 
tional. 





The National Board of Fire Under- 
writers report that not much improve- 
ment has been made in conditions in 
that city since 1914. 





ASSETS. 


Real Estate (Equity) 
Mortgage Loans 
Bonds (Market Value) 


Agents Balances 
Interest and Rents due and accrued 





Cash in Banks and Office.......... 


 ? 


Surplus to Policyholders, $1,310,328.36 


First National Fire Insurance Company 


WASHINGTON, D. C. 


STATEMENT OF CONDITION JUNE 30th, 1914 
As shown by an examination made by the Insurance Departmen. of the District of Columbia 


| LIABILITIES. 
.++.- $254,500.00 | Outstanding Fire Losses............... $32,869.54 
.... 246,850.00 | Unearned Premium Reserve............ 203,091.15 
meet 868,797.60 Accrued charges on Real Estate......... 5,208.43 
i eds 89,182.43 | All other Liabilities.................. 5,311.09 
aires 64,650.96 | Capital Full Paid.............ccceeee 848,527.50 
er 26,694.33 | Capital Part Paid.............cesceee 37,560.00 
a arin 6,133.25 | ED xo4d Mins we diet 45 Ra he ales > 424,240.86 
Ree Se ee eee ee, eee $1,556,808.57 
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SAM Y. TUPPER GRADUATES 


TRAINING FOR UNDERWRITERS 








Southern Department of Queen Turns 
Out Many Capable Fire 
Insurance Men 





The recent appointment of Paul 
Clarke, of the New Jersey rating office, 
as special agent in New Jersey of the 
American of Newark, calls attention to 
the large number of men who got their 
preliminary training in the Southern 
department of the Queen Insurance Com- 
pany at Atlanta, and have since won 
distinction in other positions. The 
Southern manager of the Queen is S. Y. 
Tupper, one of the ablest and broadest 
gauged underwriters in the country. 
Mr. Tupper has aways had a warm spot 
in his heart for young men, and his 
advice and inspiration have been in- 
valuable. Mr. Tupper’s proteges are to 
be found in all parts of the country. 

A partial list of graduates of the 
Southern department of the Queen, 
since Mr. Tupper has been manager, 
with their present positions designated, 
follow: 

W. R. Prescott, Egleston & Prescott, 
general agents of the Hartford and 
Citizens. 

McClure Kelley, San Francisco man- 
ager of the Yorkshire. 

Robert C. Reid, special agent of the 
London & Liverpool & Globe, for 
Georgia. 

Walton Sullivan, chief examiner of 
Southern business of the New York Un- 
derwriters Agency. 

G. T. R. Fraser, real estate, Atlanta. 

G. R. Jones, Jones & Ramspeck, 
agents at Decatur, Ga. 

A. H. Turner, agency secretary of 
the Southern department of the Royal 
Insurance Company. 

W. P. Johnson, 
Haven. 

I, M. Callaway, until October 1 spe- 
cial agent of the Standard of Hartford. 

C. D. Kirk, examiner Southern busi- 
ness of German-American. 

J. Glasscock Mayes, with the New 
York office of the Royal Indemnity Com- 
pany. 

Ben P. Richards, special agent of the 
Fidelity-Phenix for Florida. 

George Clarke, State agent of the 
Home of New York. 

T. A. Stone, local agency Stone & 
Sanford, Mocksville, N. C. 

G. A. Nicholson, Jr., in 
Hatcher agency, Atlanta, Ga. 

Tom Williams, Equitable Life Assur- 
ance Society. 

It is interesting to note that S. Y. 
Tupper, Jr., a chip of the old block, is 
now assistant manager of the Queen 
Insurance Company in Atlanta. 


Security of New 


charge 





INTERNATIONAL INSURANCE 





College Professor Would Have Nations 
Give Fund for Protection Against 
Disasters 





The Macmillan Co. has just published 
a book by Professor Royce, holding the 
chair of natural religion, moral philoso- 
phy and civil policy at Harvard, named 
“War and Insurance.” 

In broadest outline, Professor Royce 
proposes to have the nations of the 
earth contribute an insurance fund to 
protect them against any disasters or 
evils of any kind. Volcanic eruptions, 
earthquakes, disease, war, pestilence, 
famine are among the insurable risks. 
This gigantic fund is to be kept in 
various places to escape robbery by any 
one country, and it is to be entrusted in 
its management to eminent trustees, 
who shall have no political obligations 
or power whatever. He proceeds here- 
in on the true principle that among all 
the various classses of men, who stand 
in fiduciary relations, the trustee is the 
easiest to find to perform the functions 
required. He is pronounced higher than 
even the judge or arbitrator. After 


clearing this ground-work, Prof. Royce 
continues to argue how his plan would 
tend to minimize wars. The nation 
committing the first act of war forfeits 
its policy. It is an idealistic bit of 
scheming he proffers, but he does not 
belong to the genus crank and he 
handles his subject with a breadth of 
mind demanded by so large a topic. 





ALIEN ENEMIES 





No Order Entitling Them to Costs Till 
After War, Says British 
Court 





British insurance men have been 
closely following several actions 
brought against German companies by 
Englishmen since the war started. One 
case was that of Ingle & Co., of Leeds, 
against a Mannheim company, before 
Mr. Justice Bailhache. 

In giving a considered judgment last 
week, Mr. Justice Bailhache said the 
defendant company asked for postpone- 
ment as they had become alien ene- 
mies. The action was on a policy of 
marine insurance effected on behalf of 
the plaintiffs, who were British sub- 
jects, with the defendant company. The 
policy was effected before the war, and 
the pleadings were closed before the 
war. The defendants said that the 
fact of their becoming alien enemies 
in itself entitled them to a postpone- 
ment of the trial, and that such actions 
were suspended during hostilities by 
virtue of the common law of England. 
There was plenty of auth»rity, pro- 
ceeded his lordship, for the proposition 
that an alien enemy could not sue as 
Plaintiff while hostilities were in prog- 
ress if there was an objection taken 
by defendant. Whether such an alien 
enemy could sue, or proceed with an 
action, if no objection was taken by 
the defendant, was perhaps open to 
doubt. It was certain that a defendant 
alien enemy could not prosecute a 
counter-claim. 

The reason that an alien enemy 
plaintiff could not proceed with an ac- 
tion against a British subject was based 
on the assumption that when two 
countries were at war all the subjects 
of each country were at war, and it 
was contrary to public policy that the 
courts here should render any assist- 
ance to an alien enemy to enforce 
rights which, but for the war, he would 
be entitled to enforce to his own ad- 
vantage, and to the detriment of this 
country. If an action against an alien 
enemy were suspended it was to injure 
the British subject in favor of the alien 
enemy and to turn a disability into a 
relief. His lordship was of opinion that 
the rule of suspension only applied to 
where the alien enemy was plaintiff, 
and that war did not suspend an action 
against an enemy defendant. He was 
of opinion that the alien enemy de- 
fendant could appear to defend, as to 
refuse to allow him to defend himself 
would be opposed to the fundamental 
principles of justice. No state of war 
could demand or justify the condem- 
nation by a civil court of a man un- 
heard. Therefore his judgment was 
that there was no rule of common law 
that suspended the action against the 
alien enemy defendant, and no rule 
that prevented him from appearing to 
conduct his defense. It might be that 
the fact of a state of war existing 
would so hamper the alien enemy de- 
fendant that he would have grounds 
for a postponement, and any applica- 
tion on grounds of that character would 
be considered on its merits. It might 
be that the defendant would succeed 
in the action, and then the question 
would arise as to his costs, and the 
judge would hear arguments if such a 
point arose. At present, he thought, 
he could not make an order entitling 
an alien enemy to costs till after the 
war, and the right of the defendant to 
issue execution would have to be sus- 
pended till after the war. 





The Iowa commissioner has ruled 
that all reciprocals are against the law 
of that state. 











Capital Stock - - 
Liabilities 

Special Reserve 
Net Surplus - . 


Total Assets - 


C. E. Sheldon, V. Pres’t. 
F. Hoadley, Secretary 





Fire, Tornado and Automobile Insurance 


American of Newark 


Chartered in 1846 


Fund 


P. L. HOADLEY, President 


- $1,000,000.00 
5,452,043.92 

° 300,000.00 

- 3,252,859.29 


- $10,004,903.21 


Cc. W. Bailey, V. Pres’t. 
A. C. Cyphers, Treas. 























CHAS. H. POST, U. S. Mgr. 





Caledonian Insurance Co. of Scotland 
FOUNDED 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 


UNITED STATES HEAD OFFICE 
Caledonian Building, 50-52 Pine Street, New York 


R. C. CHRISTOPHER, Asst. U. S. Mgr. 


NEW YORK CITY OFFICE 
Golden Hill Building, 59 John Street, New York 








APPLICATION OF WAR TAX 


UP TO THE GOVERNING BODIES 








Different Associations Throughout 
Country to Act Upon Recommen- 
dation of National Board 





Within a short time the New England 
Fire Insurance Exchange, Underwriters 
Association of New York State, Under- 
writers Association of the Middle De- 
partment, Southeastern Underwriters 
Association and other governing or- 
ganizations throughout the country will 
meet to take action upon the recom- 
mendations of the National Board of 
Fire Underwriters regarding the war 
tax upon fire insurance policies. 

Figuring that the latest special tax 
imposed by Congress will equal $2,500,- 
009 dollars a year, or three-quarters of 
one per cent. of the net premium col- 
lected by the fire offices, the National 
Board at its lately held special meet- 
ing declared that the returns of fire 
underwriting would not warrant the 
assumption by the companies of such 
additional expense, and that it “should 
be borne by the policyholders in addi- 
tion to the premiums named in the 
policies.” 

As shown by sworn reports the un- 
derwriting transactions of all fire in- 
surance companies for the period of ten 
years from 1904 to 1913, inclusive, show 
a loss of sixty-two one-hundredths of 1 
per cent., amounting in the aggregate 
to $16,775,237. 

While it is anticipated that the great 
majority of the fire insurance compa- 
nies of the country will approve the 
attitude of the National Board and 
cordially support its recommendation in 
this respect, some anxiety is felt lest 
certain offices in their eagerness for 
business, may not be willing to waive 
collection of the tax from the assured, 
and pay it themselves. 

Such action would be most unfortu- 
nate, for it would seriously hamper the 
aperations of the majority companies 
and greatly embarrass local agents and 
brokers. 

INSTALL SPRINKLERS 

A sprinkler equipment has been in- 
stalled in the plant of the Baker 
Printing Company, which recently had 
a fire in Newark. There is also a 
“water curtain” equipment on the out- 
side of the building. A number of in- 
surance men saw a demonstration of 
the new sprinkler system on Monday. 





For the protection of the Perry, N. 
Y. High School against fire, automatic 
sprinklers have been installed; a sup- 
plemental water system secured and 
fire alarm boxes placed in the building. 


REPORT ON LAWRENCE 





National Board’s Enginéers in City 
Which is Being Closely Watched 
by Underwriters, 





Underwriters are awaiting with inter- 
est the report to be made on Lawrence, 
Mass., by engineers of the National 
Board who are now in that city. Lines 
in Lawrence ,have been scrutinized 
with the greatest care for some years 
because of the fact that row after row 
of four-story frame tenements, peopled 
by foreigners, expose the business cen- 
ter. The fire department of Lawrence 
appreciates the danger of the city and 
no time is wasted in responding to 
alarms in the tenement district. 

Although there have been many fires, 
as a rule they are small, a saying in 
Lawrence being that no fire in the 
tenement district “can last long before 
burning somebody’s feet.” The under- 
writers feel that if they keep down 
lines they will be reducing the moral 
hazard, and this is being done. 


FIRE ALARM FUND SCANDAL. 





New York Merchants’ Association Says 
Money for System Went for 
Other Things. 





W. A. Marble, president of the Mer- 
chants’ Association, has asked Mayor 
Mitchel to have the Commissioner of 
Accounts find out what has happened 
to the $1,609,276 appropriated to give 
New York a new fire alarm system, and 
why it happened. Mr. Marble says that 
after repeated requests made by his 
association to the Fire Department in 
eighteen months he has discovered that 
a good part of the money has been 
spent for automobiles, salaries and 
overhead expenses, none of which will 
be of the slightest use to the citizen 
whose house catches fire. 

As far back as 1906, he says, the 
Board of Fire Underwriters raported 
that the fire alarm system was in a 
precarious condition and laid the city 
open to danger of a conflagration. It 
was estimated that a new system would 
cost $2,600,000. Of this amount more 
than half has been appropriated, but 
the contracts actually completed are in 
most cases so isolated as to be of no 
present use. Even if completed, Mr. 
Marble says, the work already begun 
will not fit into any adequate plan for 
a new system. Overhead charges, usu- 
ally estimated at 5 per cent., on these 
contracts, have already amounted to 17 
per cent. 





Klee, Rogers & Co. have been ap- 
pointed Chicago agents of the West- 
chester Fire, 
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NEW YORK COMPENSATION RULINGS 


Wagon Drivers Under Act—Status of Longshoremen. 
Epileptics and Seven-Day-A-Week Men 








A digest of some of the most inter- 
esting rulings during the past few 
days made by the New York State 
Workmen’s Compensation Commission 
are printed on this page. As has al- 
ready been stated in The Eastern Un- 
derwriter to give all of the decisions 
of the commission would be almost an 
impossibility because rvlings follow 
each other rapidly, and many of them 
are made in an informal manner. The 
commission is sometimes engaged until 
11 o’clock at night holding hearings. 

It is, however, practical to give a 
gist of some of the interesting points 
that are being made and these will 
be printed in The Eastern Underwriter 
from time to time. At a later date 
the commission will prepare a bulletin 
service of its decisions which will be 
distributed to all those interested. A 
digest of some of the interesting rul- 
ings and arguments of the past week 
follow: 

Because of the large number of 
hernia and epileptic cases the commis- 
sion has decided to rule on each one 
on its individual merits; in other 
words, that there be no general rul- 
ings on the subject. Many cases have 
developed where a workman has suf- 
fered from hernia for a time and then 
has forgotten about it because he ias 
not been troubled by any physical pain 
or inconvenience. In many cases doc- 
tors can’t tell whether hernia developed 
from old causes or whether it is some- 
thing new. Often physicians will say 
with a reasonable amount of certainty 
that they believe that the hernia was 
due to some old condition, and yet 
when the commission’s physician makes 
an examination probably a month or 
two after the accident happens he may 
favor the injured man saying that in 
his opinion the man’s condition was 
de to a recent accident. By deciding 
each case on its merit the commission 
hopes to solve the hernia problem 
fairly and justly to all. 





An epileptic was scalded by hot tar 
which he was carrying when he fell 
in an epileptic fit. An insurance com- 
pany representative thought that he 
did not come under the act. The com- 
mission ruled that if he had not been 
carrying tar for his employer he could 
not have been burned by it; therefore, 
he was injured in the course of employ- 
ment and came under the act. 





A boy working for a soap factory 
at $6.50 a week was thrown out of em- 
ployment by the factory closing down 
for a week. During this week he 
worked for another concern for $10 a 
week, and in his new position was in- 
jured. After a short period of dis- 
ability he returned to the soap factory 
where he secured employment at $7 
a week. A check for compensation 
was sent him which he thought smail. 
The commission’s opinion was that It 
his wages had been reduced as a result 
of the injury the difference might 
figure in the compensation, but inas- 
much as he is getting more than he 
did before the injury he is entitled to 
receive no additional compensation be- 
cause of the difference in wages. 





It was ruled that occupational di- 
seases do not come under the act. A 
man may contract lead poisoning in a 
smelting plant, or become ill from in- 
haling gases during the course of his 
employment. These cannot be con- 
strued as accidents. 





The claims under which there seems 
to be the most contention are those 
of “seven-day-a-week men.” The 


question is whether they are entitled 
to wages for six or seven days a week. 
The commission rules that if he has 


been working seven days a week at 
the time or shortly prior to the acci- 
dent he is a “seven-day-a-week man.” 

A case which contained many inter- 
esting points, but did not reach the 
stage requiring decision was that of a 
man injured bringing a wagon on an 
e'evator from the basement to the 
ground floor. The Adams Express 
company, contesting the claim, alleged 
for the following reasons: 

1. The wagon was to be used in in- 
terstate commerce—from New York to 
Hoboken. 

2. The injured, being a washer and 
stableman, would not come under com- 
pensation. 

3. The compensation act is uncon- 
stitutional, refusing trial by jury to the 
injured. 

4. The Adams Express Company 
either had been or would be in the 
near future subject to legislation by the 
Senate of the United States as an in- 
terstate carrier. 

On the day scheduled for the hearing 
many of the casualty representatives 
were present to hear the argument, but 
the representative of the express com- 
pany withdrew his objections, not car- 
ing to press them at this time. 








Since the hearings began there have 
been numerous longshoremen claims. In 
one of them the commission decided 
that a longshoreman, injured either on 
a ship or on a dock, is subject to the 
act. Counsel for the steamship com- 
pany contended that the longshoreman 
is not under the act because so far as 
the man injured on the ship is concern- 
ed there is the Federal liability; in 
other words action in admiralty, which 
takes precedence over the State statute. 
If the man is injured on the dock the 
same state of affairs exists because it 
cannot be told whether he will be in- 
jured on the steamer or on the dock, as 
he constantly passes between the two 
in the course of his employment. 

A longshoreman employed by the 
Scuthern Pacific was killed. Counsel 
contended that as the employed was 
working for a railroad company he came 
under the Federal employers’ liability 
act. The Federal Government, having 
legislated on the subject of railroad 
eniployes, the New York State Com- 
pensation Act does not apply. It 
held that although working for a 
railroad company he was at the time 
ot the accident working in the steam- 
ship business, and the act applied. 





New York compensation men have 
been particularly interested in the ex- 
tra-territorial feature of the New York 
act. Casualty lawyers who have at- 
tended the hearing say that the com- 


mission has several times ruled as 
fcllows: 
If a man, employed in New York, 


and sent to New Jersey, is hurt, going 
or coming, then he comes under the 


New York act. If he is hurt while 
working there for a New York em- 
ployer who sent him from New York, 
then he comes under the New York act. 





A man grinding a windlass had two 
fingers taken off in the gears. He 
was employed as handy man around 
a moving picture studio, doing all 
kinds of work, but he claimed to be a 
stage carpenter. At the time of the 
accident he was shifting scenery by 
means of the windlass. The employer 
had no insurance. The commission 
made an award for his fingers and 
turned it over to counsel for the com- 
mission to collect, the allegation be- 
ing made that moving picture business 
does not come under the act. As a 
carpenter he got an award; as a handy 
man he could not. 





In an establishment engaged in the 
manufacture of hats the commission 
held that a laborer, earning one dol- 
lar a day tearing down wall paper is 
engaged in papering and decorating. 





A man working at a sausage ma- 
chine in a retail butcher shop was in- 
jured. It was ruled that he was en- 
gaged in the preparation of meats. 





Any driver of a wagon, no matter 
by whom employed comes under the 
law. Ruling comes under Group 41. 





A butcher was killed while cutting 
a ‘bone on a leg of mutton in a hotel. 
The knife slipped, cut him in the 
groin, and he bled to death. There 
was no machinery in the room. The 
commission reserved decision. 





It does not make any difference what 
a man has been accustomed to earn- 
ing. The commission can consider 
only the wage he was earning at the 
time he was injured. 





A man driving a wagon was struck 
by a street car. The street car com- 
pany settled with him for $150. He 
then filed claim for’ compensation 
against his employer. The commission 
held that he could not come under the 
act as he got more than he was en- 
titled to under compensation, but if the 
company had settled for less than 
compensation he could have got the 
difference. 





The commission reserved decision in 
this case: A man in the contracting 
business makes a contract with a team 
contractor to furnish teams and men 
at the rate of $6 a day. The drivers 
are paid $2.50 a day. If a man is killed 
in whose employ is he?—tae contrac- 
tor or the man who owns the wagon? 





ee Fire Insur- 
ance man wants position 
as Special Agent in Western 
Pennsylvania Field. 
Write ‘‘S. T.’’ 
care The Eastern Underwriter 
105 William St., N. Y. 











In the case of Charles H. Price ver- 
sus the Fidelity & Casualty Co., a com- 
mon carrier case, the commission de- 
cided as follows: 


Charles H. Price was conducting the business 
of carting and dray work. The deceased em- 
ploye, Irwin D. Smith, was employed by Price 
as a teamster. It was part of the duties of 
Smith to take care of his team. On August 
18th, 1914, he had returned with the team and 
vehicle to the barn of his employer in the City 
of Cortland. As he entered the stall to take 
care of one of the horses, he was crowded 
against a_ partition, receiving injuries from 
which he died on the following day. 

The principal business of Charles H. Price 
was the operation, otherwise than on tracks, of 


trucks, wagons or other vehicles drawn by 
horses. This occupation is covered by Group 
41 of Section 2 of the Compensation Law. It 


is one of the hazardous employments for which 
compensation is payable for the death of an em- 
ploye engaged therein, where the death is due 
to an accidental injury arising out of and in the 
course of such employment. 

There can be no question but what the 
death in_this case was due to an accidental 
injury. It is claimed, however, upon the part 
of the insurance carrier that no compensation 
should be paid in this case by reason of the 
fact that Smith, at the time of the injury, was 


not actually engaged in the operation o a ve- 


hicle, but was performing the duties of a 
stableman or hostler. 

We do not agree with this contention. Smith 
was employed as a teamster. His principal oc- 
cupation and the principal business of his em- 
ployer was the operation of vehicles; taking 
care of the team was a part of his duties as 


teamster. The case in this respect cannot be 
Gistinguished from the hazardous occupations 
contained in any of the 42 groups. To hold 
otherwise in this case would mean that an in- 
jured employe would not be entitled to com- 
pensation unless, at the time of the injury, he 
was actually engaged:in a hazardous employ- 


ment defined according to a strict literal in- 
terpretation of the language of the Group in 
question. For example, Group 16 includes the 


manufacture of furniture. An employe engaged 
upon a machine for the manufacture of Toni 
ture, may, as a part of his duties, be required 
to keep his machinery oiled and cleaned. Can 
it be said that if he is injured while so en- 
gaged, he is not entitled to compensation be- 
cause he is cleaning this machine instead of en- 
gaged in the manufacture of furniture? No one 
has advanced such a contention. We regard 
the care and upkeep of the wagon or the team 
as essential to the operation of the vehicle. 
The team is an instrumentality of this hazard- 
ous occupation just as the machine is an in- 
strumentality of the manufacture of furniture. 


The Pittsburgh branch office of the 
Massachusetts Bonding and Insurance 
Company has consolidated with it the 
Philadelphia Life’s former accident and 
health office. 
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Personal Accident, Health and Disability; 
Plate Glass; Automobile; including Property 
Damage & Collision; Elevator, Teams, 
Employers’ Liability, VWWorkmen’s Compensa- 
tion, Public and General Liability Insurance. 
Fidelity and Surety Bonds, 


Head Office for the United States 
57-59 WILLIAM ST.,NEW YORK 











Western Department: - 
39 SO. LaSALLE STREET 332 PINE STREET 
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SAY ACT IS UNCONSTITUTIONAL 





New York Coastwise Steamship Com- 
panies to Appeal From Longshore- 
men Rulings of Commission 





An attempt to prove that the Work- 
men’s Compensation Law in New York 
State is unconstitutional is to be made 
by the nine coastwise steamship com- 
panies which are carrying their own 
insurance, and which are represented 
at the commission’s hearing by one 
counsel. The case to go up will be 
one involving the status of the long- 
shoreman under the act. The steam- 
ship companies believe that New York 
commission rulings regarding long- 
shoremen conflict with Federal statutes. 
Some longshoremen, held to come un- 
der the New York act, were alleged 
to come under the Federal acts. 





INSURE IN TWO STATES 





One Way for New Jersey Employers To 
Be on The Safe 
Side 

A New Jersey insurance agent wrote 
to the New York Workmen’s Compensa- 
tion Commission, saying that he had 
been asked by a client, who is insured 
under the New Jersey liability act, 
whether or not a claim brought under 
the New York act for injury received 
by an employe while in New York 
State, would be recognized. 

In reply the commission wrote an in- 
formal opinion, suggesting that the 
client, already covered in New Jersey, 
should take out insurance in New York 
State as well. 





RESIGNS COMPANY MANAGEMENT 

Charles I. Brooks, for the past two 
years vice-president and manager of the 
Southwestern Surety Company of Deni- 
son, Texas, has resigned his position, 
and will make a connection elsewhere. 
A man of the highest integrity and a 
capable underwriter, Mr. Brooks would 
prove a valuable acquisition to any 
strong corporation. 





M. E. Wolff, of the M. E. Wolff Com- 
pany, Rochester, thinks that the new 
insurance federation of New York 
State will interest 150,000 insurance 


men. 





ASSOCIATION IS EXCLUSIVE 


FORM PLATE GLASS ALLIANCE 








Eleven Companies Agree on 25 Per 
Cent. Commissions—Wil! Bar 
All Trouble Makers 





The formation last week of the Plate 
Glass Insurance Alliance of America by 
eleven of the conservative companies 
in the business, which were formerly 
members of the Plate Glass Under- 
writers Association, now defunct, has 
not altered the plate glass situation 
materially, nor is it expected to do 
so at once, 

The fact is the companies in the 
alliance are so far all members of a 
happy family and trouble makers will 
be barred. It is stated that several 
of the members of the old association 
who have made much trouble with 
excess commission contracts called up 
shortly after the alliance was formed 
asking to be taken in. 

One company may yet be admitted 
as it could not make its decision 
promptly enough to be a charter mem- 
ber. The companies in the alliance say 
they will pass upon the individual 
qualifications of the companies apply- 
ing but the new rating scheme which 
will be used is being kept secret until 
after it has been filed with the Insur- 
ance Department, at any rate. 

The companies now banded together 
to stick to the 25 per cent. commis- 
sion want to give their new plan a 
fair trial. This is responsible for the 
current impression that no more com- 
panies will be admitted until at least 
a year has elapsed. 

Insurance Department Approves 

They are willing to go their own 
way and they point out that the Insur- 
ance Department is conversant with 
the plan of doing business and ap- 
proves of it. As to the commission 
question the alliance companies be- 
lieve that the acquisition cost of new 
business will be thoroughly investi- 
gated by the Insurance Department 
and that the supervising officials will 
shortly have to come down from the 45 
and 40 per cent. commissions which it 
is stated several of the outside com- 
panies are now paying. 

Naturally the situation is a ticklish 
one for all concerned as the five or 
six companies controlling the bulk of 
the plate glass business are divided 
between the outsiders and the alliance 
members and raids on business are 
to be expected. 

The rates filed with the Insurance 
Department several months ago were 
as an association and not as individuals 
so that the question remains how much 
rate cutting will be possible. There 
are brokers, also, who will not hest- 
tate to n’ace their business where the 
commissions are highest, especially 
where some of the soundest and oldest 
companies in the business will accept 
it. A war of this kind is naturally a 
more important proposition for the 
established companies joining the al- 
liance and paying smaller commissions, 
than for the numerous younger com- 
panies in the business which have not 
much business to be raided and feel that 
they can well take care of a share 
of somebody’s else. 

Outsiders Not in Harmony 

It does not look as if the outside 
companies are likely to form an or- 
ganization of their own as they do not 
trust each other particularly and every- 
one is going it hard to secure the busi- 
ness of his competitor. 

What the Insurance Department will 
decide to do is also a problem. The 
department did not have much love 
for the old Plate Glass Underwriters 
Association but feels kindly toward the 
new alliance, believing that it means 
well and that the companies in it are 
thoroughly committed to good practices. 
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A $21,000,000 Annual Premium Business 
By A. E. FORREST, North American Accident Company 











It is difficult to arrive at the exact 
number of monthly payment health and 
accident policies in force in the United 
States. If we take the companies 
transacting purely sickness and acci- 
dent insurance business, without includ- 
ing those attaching a life feature 
amounting to not over one hundred dol- 
lars in event of natural death, we have 
about one million and nine hundred 
thousand risks in force, with approxi- 
mately twenty-one millions in premiums 
being collected. If we include the 
monthly payment sickness and accident 
policies written by life companies 
attaching a larger natural death bene- 
fit, the collection would be approxi- 
mately twenty-three millions. 

I am very optimistic in relation to 
the future of the sickness and accident 
business on the monthly payment 
plan, for the reason that it is the natu- 
ral workman’s insurance, providing 
him for the money charged, more am- 
ple protection than same money would 
provide in the so called commercial 
lines. 

Great Strides of the Industrial System 

The great strides made by the indus- 
trial system is due to the low price 
charged for the insurance and conven- 
ience in matter of payment. The cost 
of production has been forced up within 
the past three years by competition, due 
to the increase in number of new com- 
panies, as well as to the reckless con- 
duct of the commercial sick and acci- 
dent business by companies generally. 

An offer of 40 per cent. for commer- 
cial business weans away from indus- 
trial work many good agents who were 
at one time glad to receive a fifteen 
per cent. commission. 

Claims of all industrials average 
about one claim per year for every 
four risks, almost equally divided be- 
tween accident and sickness. Claim- 
ants who have received payment for 
claims one or more times previously 
average about one-third; that is, for 
instance, in twenty thousand claims filed 
during a year, seven thousand have 
been claimants of different companies 
ac earlier dates. 

I regard industrial as a more scien- 
tific underwriting proposition than any- 
thing outside of fire and life. We know 
just what to expect and can draft poli- 
cies to confine claims within one or two 
per cent. of a fixed amount. 


I regard the present day commercial 
way of handling the business as gam- 
bling, pure and simple; believe that 
classes should be segregated and com- 
panies obliged to make a statement 
showing profits and losses of each class 
ot business written by them. 


Premiums in Course of Collection 

The item of premiums in course of 
collection should be eliminated entirely 
as an asset and no company allowed to 
carry into net surplus, as they are do- 
ing at present, 20 to 25 per cent. of pre- 
miums uncollected on personal accident 
business. Examination of the showing 
of almost all the multiple line compa- 
nies for the last four years demonstrates 
that this is a fictitious asset, as the 
collections ultimately produce no profit. 


A part of the item, agents’ balances, 
especially that part secured by bond, is 
a much better asset than an uncollected 
premium; and I cannot see why one is 
an admitted and the other a non-ad- 
mitted asset in the annual accounting. 


Personal Accident Suggestion 


I do not believe in the handling of 
personal accident insurance with any 
lines that are so remotely related as 
are plate glass, property damage, Em- 
ployer’s Liability, or anything at pres- 
ent handled except workmen’s compen- 
sation and life insurance; and when 
handled in connection with participat- 
ing life insurance a separate capital 
and surplus should be provided and 
none of the life funds should be per- 
mitted to be used in building up an acci- 
dent business. 

I note one life company to-day offer- 
ing at a cut rate a $40,000 travel policy, 
with $10,000 death for ordinary acci- 
dents, which has apparently greatly re- 
duced its dividend paying ability to 
participating policyholders in the past 
few years. 

The tendency is bad all along the 
line, which all results in forcing up the 
cost of placing much needed health and 
accident insurance among the laboring 
classes. 

I regard the movement toward per- 
mitting companies to write according to 
the English plan as a menace to the 
smaller capitalized companies in favor 
of the few large ones, which would 
naturally bring about a greater cost to 
the public. 
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DEPOSITORY BONDS IN CHICAGO 


With Some Comments on Recent Bank Failures 
By E. A. St. John, President of Joyce & Co., Chicago. 








My experience with depository bonds 
is local and limited to Chicago. I doubt 
if any surety company ever suffered a 
depository bond loss in Chicago until 
within the past few months. The City 
of Chicago advertises, in December of 
each year, for bids from the Chicago 
banks for city deposits, and money is 
allotted to the acceptable bidders by the 
City Council, to the extent of 50 per 
cent. of their capital and surplus, but 
the maximum deposit permitted by law 
is $2,000,000. In all probability, the 
fact that succeeding city administra- 
tions have never had occasion to ex- 
perience the real value of corporate de- 
pository bonds, and, having in mind an 
increase of revenue to the city in the 
saving of premiums, is responsible for 
the policy of recommending to the city 
depositories that they furnish personai 
bonds, and then increase the percentage 
of interest allowed the city for deposits. 
The present city comptroller is a very 
able man, of the strongest integrity, as 


was, indeed, his predecessor. These 
gentlemen openly advocated to the 
bankers the furnishing of personal 


bonds, stating that they would not be 
severe in approving the sufficiency of 
the surety. As a consequence of 
twenty-five millions of depository bonds 
filed last year by the various banks 
covering city deposits, but seven and 
one-half millions were corporate surety, 
and the rest were personal bonds. 
The Chicago Banks 

A large majority of the banks in Chi- 
cago, if not members, are affiliated with 
the Chicago Clearing House, which or- 
ganization, regularly and at frequent in- 
tervals, subjects them to very rigid ex- 
aminations; more thorough, if you 
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please, than are the examinations con- 
ducted by either national or State offi- 
cials. Some of the Chicago banks are 
neither members of nor affiliated with 
the Chicago Clearing House. All State 
and national banks, located in Chicago, 
are eligible to bid for, and, if their bid 
is accepted, to receive city deposits, and 
each designated city depository is re 
quired to file a bond, equal to the 
amount it bid for. 

Surety companies were lax, and 
their agents were lax in not discrimi- 
nating between Clearing House and non- 
Clearing House banks. In consequence, 
there was keen competition among the 
representatives of practically all the 
companies represented in Chicago, to 
write the bonds of the La Salle Street 
Trust & Savings Bank, a bank which 
had been denied membership in or 
affiliation with the Chicago Clearing 
House. Its bonds, aggregating $650,000, 
were executed by six or seven surety 
companies, my company participating to 
a greater extent than any other. Most 
of the Chicago surety men—and I con- 
fess I was among the number—felt that 
the rumors, derogatory to this institu- 
tion, were occasioned by undue preju- 
dice on the part of the other banks. 
However, the bank failed to open one 
fine morning, and claims were presented 
by the city to the several surety com- 
panies for $650,000. Four smaller 
banks, affiliated with this institution, 
and all of them city depositories, also 
closed their doors. The city had on de- 
posit in the five banks an aggregate of 
$1,070,000 holding corporate’ surety 
bonds for an equal amount, and claims 
for the full amount of the bonds were 
made by the city against the severa! 
companies interested, and these compa- 
nies, with one exception, responded by 
paying their claims in full, my com- 
pany’s payment to the city aggregating 
$305,000. 

La Salle Street Bank’s Collateral 

Two of the smaller banks have re- 
organized and are now solvent institu- 
tions, and the surety companies have 
recovered their losses in full, and at 
least another of the smaller banks is 
solvent, and full recovery will be made 
by the companies, whether the bank is 
re-organized or licuidated. So far as 
the parent institution, the La Salle 
Street Trust & Savings Bank, is con- 
cerned, it has everv appearance of a 
very bad mess. However, due to a 
suggestion bv the Mayor to the City 
treasurer, which suggestion was brought 
about by a suggestion to the Mayor by 
the president of one of the city’s larg- 
est banks, the city treasurer required 
the La Salle Street Trust & Savings 
Bank to turn over to him collateral as 
further security for its denosits. The 
collateral so given amounts to $283,090, 
and the right to it has been subrogated 
to the several surety companies. In 
spite of this, however, it is generally 
believed that the ultimate loss to the 
several surety companies will exceed 
$100,000. 

Chicago Banking Officlals 

Too little consideration was given by 
the companies in their underwriting, 
to the lack of banking experience of the 
officers; to the opinion of the institu- 
tion, generally shared in by the finan- 
cial men of the city, and the refusal 
of the Chicago Clearing House to recog- 
nize it. Had the offcers of this bank, 
together with some of its directors, ten- 
dered the city personal bonds signed by 
themselves, in all probability such 
bonds would have been accepted and 
the city’s recovery would have been 
nearly negative. The city’s financial 
officers have fully considered this, and, 
my judgment is, that had the city of 


Chicago not gone through this ex- 
perience, they might still be liberal in 
their attitude toward personal bonds. 
Now, they will not likely recommend to 
bankers that they furnish personal, 
rather than corporate surety bonds, 
that the premiums might be saved, for 
corporate surety is in high favor with 
the city. Bonds covering public funds 
constitute one of the lucrative fields of 
our business, notwithstanding our re- 
cent experience in Chicago, but in the 
underwriting not only must the publish- 
ed financial statement of the institution 
be analyzed, but the same degree of 
care should be exercised in the scrutiny 
of the individuality of the bank’s offi- 
cers. They must be men of the highest 
character and standing in the com- 
munity, and we, as agents, should apply 
diplomacy and strategy in soliciting and 
recommending this class of business, 
realizing that we must at all times 
provide for and take care of the catas- 
trophe hazard. 

Business of Corporate Suretyship 

We all know that the business of cor- 
porate suretyship has become one of the 
bulwarks of every business enterprise 
and that the fidelity bond, as such, plays 
a large part in establishing the stability 
of business as it is conducted to-day. 

We all know that a fidelity bond is 
a certificate of character, and that be- 
fore a surety company will guarantee a 
man’s integrity, it must of necessity first 
satisfy itself thet it can safely do so. 
His application for bond discloses his 
ave, his nativity, the extent of his 
family and the number of those denend- 
ent upon him for support; the salary 
he will receive, the duration of his 
residence in his present locality, a rec- 
ord of his previous employments for a 
period of ten years, h’s habits, the ex- 
tent of his possessions ard the extent 
of his debts, and the manner in which 
these debts were incurred, all of whivh 
are thoroughly investigated and the re- 
sult of this investigation determines the 
applicant’s eligibility. This is handled 
by the underwriters and their assist- 
ants, but in this the agent has not an 
unimportant part. The agent’s business, 
however, is to arrange for the securing 
of the anplications for the fidelity de- 
partment to investigate and here the 
agent has an immense field in which to 
operate. Our company alcne has the 
record of in excess of 1,500,000 men. 


Every fraternal society and every 
employer who has a trusted man hand- 
ing moneys or property is a prospect, and 
while the growth of this business has 
heen enormous, the possibilities for the 
future are immense. Corporate fidelity 
bonds have been written in this country 
for about forty years. The volume of 
business written, was, of course, small 
at first, but it has grown steadily and 
during the past ten years the develop- 
ment has been remarkable. The fidelity 
premium income of the four leading 
companies in this line has doubled dur- 
ing the past ten years. In this day and 
age, employers generally believe in 
bonding their employes—we occasional- 
ly find one opposed to it—but there are 
men in this enlightened community who 
will not wear a collar, it being contrary 
to their religious belief. There are 
other men who actually wear hooks and 
eyes on their clothing, instead of but- 
tons, and no doubt it will be difficult to 
convert them to generally accepted 
ideas. 





CONVICT DEFAULTING AGENT 

William C. Turner, an agent of the 
American Assurance at Philadelphia 
was recently arrested at the instigation 
of the American Surety, his bondsmen, 
charged with the theft of $100, which 
disappeared in July, 1913, about the 
same time, apparently that Turner did. 
The Philadelphia company prosecuted 
the former agent because of its salutory 
effect. After waiting three months in 
jail for his trial Turner was convicted. 
The claim under the bond had been 
paid long since by the surety company. 


WAR IS WHAT SHERMAN SAID 


Surety Man Who Lost $500,000 Supply 
Bond For Soldiers’ Uniforms, 
Thinks He Knows 








The supply bond business is brisk 
among the surety companies these 
days while European governments and 
the purchasing agents acting for them, 
are doing their best in the American 
market to secure supplies of all kinds 
for the troops in the field. The United 
States is the big market in which the 
belligerents are seeking to secure post 
haste the supplies which will equip 
both their old and new troops for the 
field. The surety companies are accord- 
ingly asked frequently to figure on 
bonds guaranteeing the delivery of the 
goods ordered. 

Quite often these deals fall through 
because the contractors find it abso- 
lutely impossible to furnish the goods 
within the time specified. The surety 
companies also cannot be expected to 
take a chance on an impossibility. 

The representatives of a warring 
power a few days ago gave an order 
to a well known firm in New York for 
$1,000,000 of uniforms which must be 
furnished in five months. The firm 
however, found that it could not get 
the cloth in time, though if it had had 
the fabric on hand the work could have 
been rushed through. 

Before this difficulty was discovered 
a surety company had tentatively been 
asked to write a supply bond for $500,- 
000. The underwriter had already 
figured on how the premium of about 
$2,500 would look in his fall record. 
Then came the news that the deal was 
off entirely because the contract could 
not be completed in less than a year 
and that was too far off. Even the 
surety men now acknowledge that 
Sherman knew what war was. 





LIABILITY EXAMINATION 





Questions Which Must be Answered by 
Seniors in Insurance Institute 
Course 





The committee on examinations of 
the Insurance Institute of America has 
drafted the following questions which 
seniors in the course on liability in- 
surance must answer: 

1. What is meant by the term “work- 
men’s compensation?” What is the 
principle on which it is based? Dis- 
tinguish between “employer’s liability” 
and “workmen’s compensation.” 

2. Give a brief description of the 
German system of workmen’s compen- 
sation, and the English system. 

3. Name at least ten States in the 
United States that have adopted work- 
men’s compensation laws. 

4. What constitutional objections 
has the principle of workmen’s com- 
pensation encountered in the United 
States, and how have those objections 
been obviated? 

5. What is “State insurance” as we 
understand the term in reference to 
workmen’s compensation? What are 
the arguments for and against State 
insurance? What States in the United 
States are committed to the principle 
of State insurance as against private 
insurance of compensation liabilities? 





WHAT iS TOTAL DISABILITY 

A life company relates the follow- 
ing puzzling experience in determin- 
ing the applicability of the total dis- 
ability clause. A policyholder was un- 
able to leave his bed by reason of total 
paralysis. His wife operated a chicken 
farm and made a practice of hatching 
eggs by placing them in the bed around 
the invalid’s body. As the husband 
in this way contributed to the sup- 
port of the kousehold could he be 
classed as being totally incapacitated? 





The Bureau of Accident and Health 
Underwriters has been formed by & 
committee of well-known casualty men. 
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Special Talks With Local Agents | 


The Maryland Casualty 


Hurt Company has given its 
Doing agents a number of in- 
the Usual stances where policyhold- 


ers have been injured 
while performing duties which did not 
seem at all hazardous. Some of them 
are amusing, but all point the moral 
that one never knows when one may 
meet with an accident. 

Seventy-one dollars seems a steep 
charge for cutting a little lawn grass, 
but it cost the Maryland exactly that 
when an assured living in Rydal, Penn- 
sylvania, got tangled up between his 
lawn mower and a large obstinate tree; 
he mashed his hand almost to a pulp, 
also dislocating one finger, and as his 
contract with the Maryland called for 
an indemnity of fifty per week, it did 
not take so very many days of dis- 
ability to make the aforesaid total of 
seventy-one dollars. 

Which is a remainder that tidying 
up the place is not always such light 
exercise as people ordinarily suppose, 
nor is it half so harmless as is com- 
monly believed. A Maryland assured 
living at Sioux Falls, while carrying a 
pig back to the pen which was its 
proper abiding place, stepped on a nail 
sticking through a board, and his own 
weight plus the pig’s weight drove that 
nail dangerously far into his foot. Also 
consider the case of a Methodist min- 
ister in Arkansas, a Maryland policy- 
holder, thus crippled while working 
around his home: “Was hugging a 
post in an effort to loosen it, and the 
strain broke a rib.” 

An assured of Davenport, Iowa, was 
lighting a lamp outdoors when the 
match, without being blown out, was 
blown into his low shoe making a nasty 
blister on his instep; this blister be- 
came infected, and in consequence he 
was altogether disabled for one week 
and partially disabled for two more 
weeks, for which his policy brought 
him fifty-seven dollars indemnity. The 
wind was even more aggressive in 
handling an assured of Kearney in Ne- 
braska; the carriage in which he was 
riding was blown completely over by 
a gentle zephyr, and in falling the as- 
sured broke his leg, an injury for which 
his Maryland policy paid him one hun- 
dred and twenty dollars disability in- 
demnity. 


7- + 


Companies are continu- 


Question ally receiving applica- 
of Joint tions for fiduciary bonds 
Control in which the applicant 


requests that the com- 
pany waive the right to have the funds 
of the estate deposited subject to the 
company’s custody jointly with that of 
the fiduciary. In commenting upon 
this practice the Massachusetts Bond- 
ing and insurance Company says: 

We find that, in a great many cases, 
the applicant resents the desire on the 
part of the surety to exercise so-called 
joint control because the agent has 
failed to explain the reason why such 
a request is made by the surety. The 
applicant seems to be of the opinion 
that the surety is questioning his in- 
tegrity. Did the surety for a moment 
entertain any doubt as to an applicant’s 
honesty, it would decline the applica- 
tion immediately and would not take 
up the question of joint control. Nor 
does the act that the fiduciary is of 
great financial worth justify the suret 
in waiving the right to hold the funds 
of the estate in joint custody with the 
fiduciary. The fiduciary may be of 
sufficient worth financially at the time 
of the issuance of the bond to take 
care of any discrepancy on his part 
as regards the estate. Or it may ap- 
rear from the banker’s standpoint that 
he is entitled to credit of sixty to 
ninety days on an amount equal to 
the penal sum of the bond. However, 
in the general run of cases, the fidu- 
ciary is not asking us to extend credit 

















of sixty to ninety days, but usually 
it is a year and in some cases the 
period of his trust extends over an 
unlimited number of years. 


If the bonding of the fiduciary were 
a matter of fidelity only, a surety need 
go no further than to investigate his 
reputation for honesty and his finan- 
cial standing. However, such a bond 
is conditioned not only to reimburse 
for loss sustained through dishonest 
acts on the part of the fiduciary but 
also for the faithful performance of 
his duties as prescribed by law. The 
surety is responsible for acts of the 
fiduciary which are made through ig- 
norance or misunderstanding of the law. 


An administrator, having paid all 


known debts, may feel it incumbent up-_ 


on himself to make distribution to the 
beneficiaries of the estate. He is not 
aware that the law of his State pro- 
vides that the claimant against de- 
ceased’s estate may file his claims with 
the administrator and bring suit with- 
in a certain period of time. Within 
such period prescribed by law the ad- 
ministrator distributes the balance of 
this estate among the beneficiaries. 
Later, within the period, a claim is 
presented. The beneficiaries have 
used up their several shares of the 
estate, as is usually the case, and the 
fiduciary is not in a position to make 
good the discrepancy. The only re- 
course is to the surety, and the claim- 
ant loses little time in seeking reim- 
bursement from the company which 
has undoubtedly received but one an- 
nual premium and is forced to pay 
the expense of having the administrator 
discharged as such, even though it is 
fortunate enough to have his co-opera- 
tion in closing up this estate. 


There is a class of fiduciaries, a part 
of whose duties it is to invest the 
funds of the estate entrusted to their 
care, such as guardians, certain trus- 
tees, conservators, and the like. Some 
courts, and the law of some States, 
specify as to what are and are not per- 
missible investments. In other cases, 
the matter of investing is left to the 
discretion of the fiduciary. If he in- 
vests contrary to the dictates of the 
law or court, or, in the second case, 
if loss occurs through his mismanage- 
ment, the surety is liable. 


An epigram writer of the Federal 
Casualty Company contributes the fol- 
lowing sage advice: 


There can be no monopoly on pros- 
pects, unless there is only one hustling 
producer in your town. 


Almost any man is a real fighter when 
winning, but only a few can stand 
punishment and give the impression of 
thriving on it. 

Nearly every great man has been 
called lucky by his generation. Later 
generations know better. 

As “a fool returneth to his folly,” so 
the “health and accident failure” loung- 
eth in his office chair. 

Don’t complain about the smallness 
of your territory. Remember there is 
more in cultivation than in areage. 

The spendthrift wastes his money, of 
which he may get more, but the fool 
wastes his time without power to stay 
or regain a single fleeting instant. 

A “good fellow” is his own worst 
enemy—unless he has a wife or 
children. 

The only life worth living is one 
of toil. Be a worker and you will 
taste of the sweets of this life to the 
end. 





Walter Ross, upon being appointed 
receiver of the Toledo, St. Louis and 
Western Railroad, at Toledo, Ohio, last 
Saturday, gave a surety bond for 
$50,000. 


Georgia Casualty Company 
MACON GEORGIA 


W.E.SMALL . . . President 
A STRONG CASUALTY COMPANY Surples and Reserves over $800,000 


Writes the Following Forms of Casualty Insurance! 
ACCIDENT PLATE GLASS HEALTH LIABILITY 
‘AUTOMOBILE BURGLARY ELEVATOR TEAMS 


Agents Wanted in Undeveloped Territory 
Apply PETER EPES, Agency Manager, Home Office 








GENERAL ACCIDENT 


FIRE and LIFE 


Assurance Corporation, Limited 
55 John Street, New York 
The Very Best Policies at Reasonable Prices, With Large Assets Behind Them 


ACCIDENT—HEALTH—LIABILITY 


Automobile—Elevator —-Teams— Burglary—Workmen’s 
$3 $3 Compensation—Etc., Etc. $3 32 
C. NORIE-MILLER, United States Manager 
Metropolitan Department, 111 William Street, New York 
New England Department, 18 Post Office Square, Boston, Mass. 








THE 


METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
(Formerly The Metropolitan Plate Glass and Casualty Insurance Co.) 
Home Office, 47 CEDAR STREET 
Chartered 1874 


EAA Atcwexr POLICIES 


enor THE MOST APPROVED FORMS 
EUGENE H. WINSLOW, President 
DANIEL D, WHITNEY, Vice-Pres. 8, WM. BURTON,Sec. ALONZO G. BROOKS, Ass’t Bec, 
RELIABLE 4ND ENERGETIC AGENTS WANTED 








THE SIGN OF GOOD CASUALTY INSURANCE 


HEAD OFFICE F. J. WALTERS 


CHI CA GO Resident Manager 
nae 55 JOHN STREET 





F. W. LAWSON New York 
General Manager ; 
Liability, Accident, Elmer A. Lord & Co. 
Burglary, Boiler and 145 Milk St., Boston 





Resident Managers 


Credit Insurance New England 


Established 1869. 


London Guarantee & Accident Co., Ltd. 


OF LONDON. ENGLAND 











CASUALTY CO. 


Incorporated under Massachusetts Laws 
Fidelity and Surety Bonds, Burglary and 
Theft, Accident and Health Insurance 

Liability and Automobile Property Damage 
Excellent territory open to reliable representatives 


HOME OFFICE 
4 Liberty Square, Boston, Mass. 














BUSINESS=BUILDERS 


DEVELOPING 








Burglary and Plate Glass INSURANCE 


APPRECIATE THE CO-OPERATION OF THE: 


Massachusetts Bondinge|nsurance Company 


BOSTON T. J. FALVEY, President 
Paid-In Capital $2,000,000 Write For Territory 
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November 6, 1914. 








GOOD SERVICE 


|is the foundation upon which to erect a successful business. 


| low cost, are serviceable alike to policy holders and agents. 


| 


Specimens of Life, Accident or Health policies cheer- | 


| ins <u : 
| | Brief, liberal, clearly expressed policies, with guaranteed 
| 


fully furnished. 
For Agencies Address 


The Columbian National Life Insurance Company 


| 
| BOSTON, MASS. 





ARTHUR E. CHILDS, President 
WM. C. JOHNSON, Vice-Pres. and Gen’! Mgr. 

















Casualty—Surety 


AGENTS WANTED 


RE-INSURANCE SOLICITED 


C. D. HILL, Vice-President and General Manager 
B. F. ALLEN, Jr., Secretary-Treasurer DR. BACON SAUNDERS, President 








~~ SURPLUS LINES 


GUARANTEED UNDERWRITERS—LONDON LLOYDS 


Licensed in Illinois 


Capacity, $100,000 Single Risk 
Immediate Binders 
10 per cent Commission to Brokers 


MARSH & McLENNAN 


INSURANCE EXCHANGE 
CHICAGO, ILL. 
Chicago Minneapolis 


New York Duluth 


Prudential Sasualty Gn. 


INDIANAPOLIS 





Assets Over a Million 











LINES WRITTEN 


AUTOMOBILE - LIABILITY - PROPERTY DAMAGE - COLLISION 

EMPLOYERS LIABILITY - - PUBLIC - - TEAMS - - - ELEVATOR 

WORKMEN'S COMPENSATION - GENERAL LIABILITY - COMMER- 

CIAL AND INDUSTRIAL ACCIDENT AND HEALTH - - - BURGLARY 
PLATE GLASS 


Satisfactory Service to Policyholders and Agents 











NATIONAL FIRE INSURANCE CO. 


OF HARTFORD, CONN. 
STATEMENT, JANUARY Ist, 1914 


LIABILITIES 
ee eee ere 
Reserve for Re-Insurance.................. opeee.ce 8,140,336.00 
Reserve for Outstanding Losses..............+-++ 612,523.00 
Special Reserve for Contingent Liabilities ....... 300,000.00 
BP ET vets decdanvicsess sescessents 350,462.00 
Se asi cass cscntenctetawsiouesbibees arte 4,082,441.00 
ID, 55:55:00.6 Sicnekdcee Masushbekechasa an $15,485.762.00 
JAMES NICHOLS, President H. A. SMITH, Vice-President G. H. TRYON, Secretary 
Assistant 5 
F.D. LAYTON S. T. MAXWELL Cc. S. LANGDON 


SURPLUS TO POLICYHOLDERS $6,082,441.NO 


Nord-Deutsche 


INSURANCE COM PANY 
OF HAMBURG, GERMANY 
EST* BLISHED 1857 


STATEMENT JANUARY I, 1914 
. METTLE UL TTT eer $1,439.399.53 
SO PPT Tere er ere Tee re 679,631.12 
eT ea eT ee 869,768.41 


UNITED STATES BFANCH 
123 WILLIAM ST., NEW YORK 
J. H. LENEHAN, United States Manager 


Agents Wanted in Principal Cities and ‘owns 








yr NATIONAL of Detroit 
Pioneer of Accident and 
Health Insurance. 


NATIONAL 
CASUALTY 


® UP-TO-DATE POLICIES. 





Salaried positions for high-class men of experience. 











DETERMINATION and ENERCY 
never before encountered such OPPORTUNITIES for 


LIVE ACENTS 


as are offered by the Policy Contracts 


WILLIAM N. COMPTON 


General Agent 
Metropolitan District 


St. Paul Bidg., 220 Broadway 
NEW YORK, N. Y. 


OF THE 






E INSURANCE COM 
OF BOSTON MASSACHUSETTS 

















Sesil AGENTS Se! 


If You Mean 
FOR ‘ FOR 
Business 
If You Can D 
OHIO 2... .., ILLINOIS 
usiness 
Write to Me _—- 5" 


JACKSON MALONEY 


Manager of Agencies 


Philadelphia Life 


Insurance Company 
N. E. Cor. Broad and Sansom Streets 


Philadelphia, Pa. 


eee ween 


Street No. .. 
City and State...... 
References ......... 


Ie PRET ETE TCT CCT eT 
Ds tit cee eae eK 4a 

















